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j Darer Aseoles 
‘ are selling 





Ration Card Buying 


means 


SELECTIVE BUYING 


2 | The buying public wants the best: They're “grading- 











a up their footwear. Details that mean longer wear, 
- | greater comfort, that keep the shape .and style you 
| ‘ originally put into the shoe—these pay dividends. 
” | Darex Insoles are truly flexible. Darex Insoles give 
7 cushioning comfort under the foot. Darex Insoles 
. | provide a firm foundation that holds style lines. 
0 | Trademarked Darex Insoles are your assurance of 
. the best in shoemaking materials. That’s why shoes 
es with Darex Insoles are selling. 
1 DEWEY ann ALMY CHEMICAL COMPANY 
9 CAMBRIDGE * MONTREAL 
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FLEXIBLE SHOES WEAR 





“MUNSEY“ 


by The Selby Shoe Company 
Portsmouth, Ohio 


Hubschman's Calf, Color No. 524 


&. Hubschman § Sens, Ine. 
























Quality That Aims To Please...and never misses! 


——=—_ 


Tandrite Calf’s great appeal has always been its honest, uncony 
promising quality ! 


Its rich, clear color pleases the eye—instantly . . . its comfort-giving 
pliability responds to the touch — immediately ... its tanned-in 


toughness makes satisfaction a certainty ! 


3 wee - 


Er. 


Wartime sales of Tandrite Calf shoes build customer confidence 
that will stand you in good stead during the highly competitive J 
peacetime period that lies ahead. 






PHILADELPHIA, PENNSYLVANIA 
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BLACK AND WHITE AND Kead mu OVER 


Paavox the pun—but it does get down to get fit, comfort, style, and value is to demand 
brass tacks about what we want to say! footwear bearing the name “Vitality.” 

You see, the message reproduced in minia- Unusual, easy-to-read ads like this continue 
ture above appears in the March 15 issue of to build consumer loyalty for the Vitality name 
Life as a full-page, black-and-white Vitality  . . . today and after the war! 


advertisement. It’s one of our current series of WOMEN'S VITALITY OPEN ROAD SHOES 

s . . : s . AAAAA to EEE for Outdoor and 
national ads in leading magazines this spring Stenn 2 00 88 Setensiae 
and summer season . . . impressive messages $6.95 $5.50 and $6.00 
that are read all over. CHILDREN'S VITAPOISE 

. Complete widths and sizes Feature Shoes for Children 
Like the full-color Vitality ad in the March Priced according to size Priced according to size 
‘ ? i. $2.50 to $5.50 $3.50 and up 
. bY , 
rnal, this mes- 

issue of The Ladies Home Journat, this VITALITY SHOE COMPANY 
sage convinces active women that the way to Division of International Shoe Company, St. Louis, Mo. 


Made ty Americas Sargest Shoemakers 


SHOES 


UNCLE SAM! BUY UNITED STATES WAR BONDS AND STAMPS 
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“It’s always 
Matched Pairs 


with Celastic” 


The Matched Pairs being inspect- 
ed — a type popular with walkers 
and workers — are made with 
Celastic “Heavy Duty” box toes. 


When a shoe factory foreman checks shoes made with Celastic Box Toes he finds 
identical twin” toe structure. He knows, too, that each pair of finished shoes repre- 
sents a faithful reproduction of the line and form of the last. 

Finally, he can appreciate the satisfaction that the wearer will have because he saw 
how the solution-softened Celastic fused the lining, box toe and doubler into a single 
three-ply unit. In such a toe structure there is ample strength and resiliency to protect 

smart appearance and to assure toe comfort for as long as the 
shoe is worn. Celastic makes possible this toe comfort by 
eliminating torn and wrinkled toe linings. 

Because shoes made with Celastic meet the high standard of 
the final factory inspection for trim and well mated appear- 
ance, they are called MATCHED PAIRS. 


ERR A LT ST 
| UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


THE QUALITY ED AEE TREE ET a oe 


BOX TOE 
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Active American men are truly appreciative of 
JOHNSONIAN Shoes. In every pair, perFORMance value 
is to be found, ready for the test of wear and the satis- 


faction of service. 
The JOHNSONIAN man is doing the best he can. 


Remember, the soldier comes first — “Let's give him 
everything, and on time.” Patience and prudence help 


you too, to play a part. 


Conservation through Turn-Over Every pair replaces a pair—one satisfaction 
follows another—the customer gets “tops in service.” That's the answer to national conserva- 
tion of labor, materials, time and money — through turnover on useful, wantable 
JOHNSONIAN Shoes. 
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( FULL TYPE ) 
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n 
A PRIORITY FREE ITEM THAT YOU CAN a 
MERCHANDISE FOR THE DURATION , 
te 
. } 
2 The new ALL WOOD “V” Tree is an adaptation of the regular H 
‘4 Miller Shoe Trees except that metal parts are replaced with strong, T 
in demonstrating the ease and simply constructed parts of wood. tl 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes fe 
poncht te selid-end of pla. will find that the V tree is made for long and efficient service. it 
[: Its smart walnut stain finish attracts the eye and its easy to change | 
fe adjustments will please the practical buyer. - 
i The demand for V trees is already proving that they are an easy to b 
; move profit maker. The need and the demand for a tree like this is vi 
. growing. , 
Made in all sizes and widths corresponding to Men’s shoe sizes. d 
a oe T 
{ FIRST ADJUSTMENT — Pin in SECOND ADJUSTMENT — Pin in THIRD ADJUSTMENT — Pin in - y 
second hole in tree, last hole first hole in tree, first hole in q second hole in tree, second hole " Ir 


" CLOSED POSITION 
‘ | 





in joiner for slight increase in 
» length. 


joiner for greater size length. . er for even greater size - 
ngth. 















































O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 


Branch of United Shoe Machinery Corporation 


Win 
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WE SELL SHOES 






























































N°“ that shoes are rationed. retailers 
1% are finding their customers even 
more particular about the shoes they buy. 
For every precious pair of new shoes 
must deliver a maximum of comfort, 


vood looks and long wear. 


So shoe manufacturers realize it’s even 
more advantageous now than in the past 
to equip their shoes with Goodyear 


Heels. 


The neat appearance, the long wear and 
the good name of Goodyear Heels are 





features that add greatly to the salabil- 


ity of shoes. 


Like all rubber heels made today, Good- 
year Heels are built of regenerated rub- 
ber. But they are built only of stocks that 
reflect Goodyear’s priceless “know how™ 
in adapting proved methods to meet to- 
day’s conditions. 

Thus, in wartime as in peacetime, Good- 
year Heels are faithfully serving the shoe 
industry. 





——_ 
“Ma far 
Ce, FOR WAR WORKERS 
G O OD. 43 A R Goodyear is now making static 


conductive ‘rubber heels for 












men’s and women’s shoes. They 
a E E L S are used by employes in munitions 
plants and other war industries to 
eliminate the danger of explosions 
caused by electric static sparks. 





















Wingfoot—T. M. The 
Goodyear Tire & Rabber Company 
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: Here—first experience with shoe coupons is 
Something new has been added to accompanied by the thrill of getting « 
shoe business—Ration Coupons. Here - [ton ) ny LS fA 
we see George Cook separating the Pleasing too to eye and sense of dress, 
magic Number |7 which accompanies 
the customer's cash in exchange for 


W. B. COON Shoes. 








Fitter Barratt finds the cus- : 
tomer needs “more toe room” 
and we see the “‘forepart test’’ 


as to the spread and flexibility 
of the toes ...a point of great 


importance to this customer 
for she said: “! want my toes 
free to wiggle.” — 


Up one flight, turn to the right and you step into 
the Health Footwear, Inc., shop in the Case-Mead 
Building, 76 Dorrance Street, Providence. This 
light, airy, cheerful shop specializes in W. 8. 
COON and FREE TREAD shoes. 


Providence is the center of trade in the entire 
state of Rhode Island and Health Footwear, Inc. 
is in the center of the center. In four years of ser- 
vice to troubled feet it has made a name and o | 
fame for itself all over the state. 


Customers appreciate their footwear more 
under rationing and the service trio — 
George H. Cook, Frank A. Barratt and 
Charles H. Braun—says: “There never was 
a time when the right size was more impor- 
tant and there never was a time when the 
customer would accept more wholeheari- 
edly the merchant's selection and sugges | 
tions as to type of shoe for the particular | 
need of the foot on the fitting stool." : 


Messrs Cook, Barratt and Braun also say they 
never appreciated a line as much as they do the 
W. B. COON shoes and the service of in-stock for 
even under war difficulties, with patience and per- | 
severance the customer gets what she wants—fine 
footwear, well fitted. As trained shoe men, these 
co-workers have built up a friendship through W. 
runs Gem ties B. COON footwear that has made their busines 
right size and checks its essential to women at work and women at home. 
wenn dad “as elaae” Their biggest business is done on OUTFLARE shoes 
Sy Case tents ond ceets in the belief that 75°%, of foot trouble can be re- 
of the importance of W. B. lieved by removing pressure, giving toe room and 
L—— increasing mobility to the foot in a war period 
when walking is not only essential but imperative. 
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EVERY PAIR ESSENTIAL 
EVERY STYLE RATIONAL 
EVERY SIZE SALABLE 
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ection 
| 
step int |W. B. COON Shoes—SELECTIVE IN- Concentrating on these numbers, merchant George H. 
— i STOCK SERVICE—is now on a war- Cook indicates to his customers the types of footwear car- 
in W. B — + siltel ; ried in his shop. With these twelve numbers he and his as- 

ee ne sociates can serve and sell every customer. 
he entire those materials not essential to Since rationing, these master shoe fitters have discovered 
se: Inc our military forces. that customers will buy what a merchant has to offer, will 
os po accept alternates and ask for one thing above all—well- 

fitted, long-wearing W. B. COON shoes. 
As a business proposition, every pair has an inventory 

ar more : ‘ ' 
trio — A—FREE TREADS: A related series of value of its full retail selling price. Every pair rates a ration 
att andf = broad tread straight lasts. coupon and every size is salable to the last pair on the 
+ boned shelves. The W. B. COON organization endeavors to work 
nea te in close harmony with its merchant distributors and they in 
lehear’ | ; turn are tolerant of conditions produced by war shortage, 
sugges | 2—OUTFLARES: A related series of war time deliveries and war time exigencies. 


ticular = broad tread outflare-lasts. (Both of the 


ete above groups are available with the 
y do the TRI-BALANCE insole as well as in the 
stock for 

and per- : 
nts—fine § 
on, these ) 
ough W. 
business 
at home. 
RE shoes 


in be re- Conference on “extremely 
»om and flexible feet" and how to em- 
r period phosize the talking points of 
erative. No. 2236. 


conventional welt construction.) 
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ESTABLISHED 18 


BROCKTON, MASSACHUSETTS 
Makers of *FOOT-JOY and *DR. M. W. LOCKE Shoes for Men 
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* NORWEGIAN CALF 
hand-boarded grain 


%& CRETAN CALF 


smooth but not glazed 


* ESKIMO CALF 


water-resistant 
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Rationing of shoes makes your customers more careful buyers. Every 
feature of a shoe comes in for close scrutiny. And with ornamenta- 
tion at a minimum, that means the leather must, so to speak, be able 
to stand on its own feet . . . Norwegian Calf — with its beautiful 
hand-boarded grain, its warm, rich colors, its luxurious, lasting, 
healthful softness — invites inspection and welcomes comparison 

. Long a favorite of custom shoemakers, vegetable-tanned 
Norwegian Calf has made many a friend for many a retailer. Let 


it do the same for you . . . Order and feature the coupon-catchers 


of Gallun leather shown in catalogs of leading manufacturers. 
° 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 





FIT for ACTION 


These are the determining influences 


Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


in a woman’‘s war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 
widths because they are made 


over United Lasts. 


UNITED LAST COMPANY 


vane * ae ost 


99 
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asts 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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OMETHING must have happened 
i ciaahten pretty big when 


the nation’s war-busy women, 


spend 32% more time with a 
magazine. 


Obviously—it’s because the new 
Post is keyed to the new tempo. 
Edited for these days of crowded 
hours—to bring in one magazine— 
the kind of entertainment and in- 
formation a woman needs to keep 
alert and up-to-date. 


TODAY -(TS THE NEW POST FOR THE NEW AMERICA 


March 13, 1943 


Multiply these 32% more hours 
by the millions of women who read 
the new Post every week—and you 
can see how your advertising mes- 
sage to your customers will receive 
vastly increased attention. 

To tell the women—or se/l the 
women—there’s a big plus value— 
a growing added value in today’s 
great new Post. 


*Figure based upon continual Editorial Re- 
search among Post readers, carefully conducted 
for the benefit of Post editors. 

















NEW YORK OFFICE CHICAGO, ILL. 
754 Marbridge Bldg. 1208 Republic Bldg. 


THE MILLER SHOE COMPANY . . . COOK and ALFRED STS. . . . CINCINNATI, OHIO 
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Voice of the Trade 
Cheery Atmosphere Maintains Morale 
Washington Newsreel 

An Old Established Firm Keeps Pace with the Times 
You and the Repair Man Are Partners 

Timely Tips on Fitting Feet 


Follow-Up on Shoe Forum Discussion 


The Editor's Outlook 


Volume CXXill, Number 3 






20 


22 


24 


26 


28 





Shoe News 37 









ADVERTISING STAFF 


E. B. TERHUNE, JR. GORDON SCOTT 
100 East 42nd St., New York, N. Y. 


Telephone: Murray Hill 5-8600 Telephone: Liberty 4460 


° ° ° ~ — ° 


B. C. BOWEN PHILADELPHIA OFFICE 


209 S. State St., Chicago, Ill. 
Telephone: Wabash 8058 


HUGH M. BOWEN HARRY R. TERHUNE 
1627 Locust St., St. Louis, Mo. 
Telephone: Garfield 3347 


Member, Audit Bureau of Circulations, Associated Business 
Papers. Published every Saturday. Yearly Subscription Price: 
United States and Possessions, Mexico and Cuba, $3.00; 
Canada, $3.50. Foreign, $10.00. Single copy, 25 cents. 


20! Oceano Drive, Los Angeles, 
Telephone: Arizona 36270 


10 High St., Boston, Mass. 


Chestnut & 5éth Sts., Philadelphia, Pe 
Telephone: Sherwood 1424 














Calif. 












\ 













Iu Womans World “Joday v 


— shoes must be of smart turn 





Ve 
id 


i 


and always with a 


capacity for duty. 
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TWEEDIE FOOTWEAR CORPORATION «+ JEFFERSON CITY, MISSOURI 
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“COMMANDO Composition Sole” 
is the designation coined by George 
B. Hess, Chairman of the Men’s 
Shoe Committee of the National 
Shoe Retailers Association. It is a 
very timely term because the public 
is very much concerned about rub- 
ber and its uses. The subject played 
a very important part in the Men’s 
Shoe meeting at the War Industry 
Conference at the Waldorf-Astoria 
Hotel last week. Here’s what Chair- 
man Hess said: 

“It was agreed by our group that 
it was very important for the indus- 
try not to call these soles rubber 
soles. Our own experience indicated 
that rubber soles at this time are 
confusing to people. They want to 








know why we have rubber on shoes, 
etc. If you call them ‘reclaims’ you 
confuse the issue. What I am hint- 
ing at is that these new soles must 
be merchandised and the sooner we 
do it, as an industry, the better off 
we are. Let’s get across the fact 
that this is an excellent wearing 
composition sole. It has practically 
no new rubber in it. (There’s no 
reason to refer to it as a rubber 


March 13, 1943 


BOOT AND SHOE RECORDER 





sole.) I know we will eliminate a 
great many questions from the 


trade as a whole if we do not use 


the term ‘rubber.’ In addition we’ve 


got the advantage of merchandising 
something new to the public. 

“We talked a long while about the 
reception of these soles today. Our 
experience has been good. We try 
to stress it as a new heavy duty sole 
and it gives the idea that it will 
wear. 






sa ARETE 9 
MMANDo 
SOLEs 












“The sooner we can put across 
the idea that this new sole has great 
wear in it and that it is flexible; the 
easier the transition will be in the 
case of all of the popular shoes that 
are selling to civilians today. We've 
got to make this break. We've got 
to bridge the gap and if we do it 
collectively and aggressively it will 
be done well.” 

The term “Commando Composi- 
tion Sole” is not reserved for any 
type or grade of footwear. It is 
wide open for all to use. It has a 
number of excellent talking points 
and if you have had experience 
with reclaimed rubber, you know 
what to do. 
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THE Shoe and Leather Lexicon, in 
its new revised twelfth edition, is 
serving a useful purpose nationally. 
This amazing little red book has 
sold to the tune of 140,000 copies, 
over the years. 

You'll find it in many libraries 
and especially on the clerk’s shelf in 
many shoe stores, where new men 
can find in the language of the 
trade, the names and terms used in 
their daily work at the fitting stool. 
You'll find it in the War Depart- 
ment and at some induction centers. 
You'll find it in the executive offices 
in Washington as an official re- 
corder of the nomenclature of the 
trade. 

As an indication of its usefulness 


| COPY OF THE 


LEX (CON PLEASE CE 
aa Ce, 









in the last few weeks, any store 
having a copy of the Shoe and 
Leather Lexicon knew precisely 
what CAPESKINS were, KIP 
SKINS, PLAY SHOES, MOCCA.- 
SINS, ete. You, in turn, can keep 
better posted by having a copy in 
your own store library at a cost of 
only fifty cents. Address—Boot 
anD SHoe Recorpver, 100 East 
42nd Street, New York City. 

















WALTER GABLE, men’s shoe 
buyer for Marshall Field & Co.. 
Chicago, recently addressed the fol- 
lowing advice to his sales force: 

“What do you do on your home 
front—here behind the counter and 
on the selling floor to make a 
strong contribution through your 
skill as well as your pocketbook? 
You be the judge and here's the 
point: 

“Poor and hasty selling, without 
thought to the customer’s wants and 
needs, means exchanges and credits. 
Merchandise out on approval re- 
moves wanted articles from further 
sales until it is returned. Cus- 
tomers who could use that merchan- 
dise are deprived of it at a time 
when goods are scarce, hard to re- 
place. or even restricted. Intelligent 
handling of customers reduces ex- 
changes and returns, keeps stocks 
better balanced, and gives all cus- 
tomers an equal opportunity to buy 





TAKE LOTSA 
TIME. LADY 
— ‘CAUSE 
WHEN YOU TAKE 








trom better assortments. Com- 


plaints and replacements _ result 
from fitting merchandise improper- 
ly just to make a sale. And these 
replacements mean waste. An arti- 
cle that has been worn cannot be 
resold. It’s out of circulation. Re- 
placement requires a second arti- 
cle to do the job of one. Think what 
this means in waste of critical mate- 
rials over a period of time. Multi- 
ply this by all the stores in which 
a poor selling job may have been 
done. 

“Conservation can begin right 
among America’s retail sales force 
—a vast army on the home front. 
Intelligent and thoughtful selling 
will do it. Also, you give yourself 
better and more complete stocks 
that will make possible increased 
earnings rather than cause the loss 
of sales (and earnings) through 
unnecessary waste in merchandise.” 

at tt * 
Iv happened overnight, shoe ration- 
ing did—and with it the advertis- 
ing picture of Wetherby Kayser. 
for Miss Flo Belshaw. advertising 


16 





REGARDING SYNTHETICS 





—The average layman regards the 
term synthetic as pertaining to 
“something not as good as” or 
“something to take the place 
_ es 

—Wherecs, in reality, synthetic 
may have a definite plus-value 
over the original article. 

—John E. Wiley, a well-known ad- 
vertising agency executive, in 
New York City, recently gave 
an interesting story regarding 
synthetics in a speech before a 
local Advertising Club: 


"| know a company that makes syn- 
thetic sapphires. This is a war develop- 
ment. No sapphires were made in this 
country prior to the war. Natural sap- 
phires cost more than diamonds. These 
sapphires sell for a buck and a half per 
carat. The only way a jeweler can tell 
them apart is that no natural sapphire 
is perfect, while every synthetic sap- 
phire marketed by this company is per- 
fect. Do you think. the principle of a 
new and better product with a lower 
price will work for this company after 
the war?" 


—So, when you consider that re- 
search laboratories all over this 
country are seeking for new 
things and new uses for things, 
it's quite logical to expect that 
our post-war world will benefit 
from many synthetics that will 
serve us better than the old, 
time-honored original. 


Ue (sb 


President 





manager of this firm prepared a 
six column, 14-inch ad to run bright 
and early the next day in the Los 
Angeles Times. This ad _stressei| 
every thing that Wetherby Kayse: 
has stood for, mainly, carrying 
well-known, reliable lines of mer- 
chandise for 55 vears (the oldest 
shoe store in Los Angeles): in- 
sisting that quality and fitting come 
first, and using only men with good 
sales experience. Thus they are 
ready to cash in at a time when the 
public is demanding such things. 


Miss Belshaw stated that in the tu- 
ture there will still be a subtle em- 
phasis upon style, for as long as 
woman breathes she will still be in- 
terested in fashion; but, fundamen- 
tally, the ads will be based upon the 
high caliber of the Wetherby Kay- 
ser institution. It just goes to prove, 
if you keep your standards high, in 
the long run it will pay high divi- 
cends. 

“ONLY a Centipede Needs More 
Than 3 Pairs of Shoes.” Blooming. 
dale’s, New York, says: 

“Shoe rationing, we admit. puts 
the centipede in a difficult position 
inot that we have much affection 
for centipedes 
loot for all we care). But the human 
biped needs only two feet on which 


they can go bare- 


to amble. canter, gallop or meet 
himself coming and going. He can- 
not. with style or comfort. wear 


1 


} 





more than one pair of shoes at a 
time. Nor will the fine shoes we 
sell wear out with indecent haste. 
Only reluctantly and in old age will 
the seams give. the soles wear thin. 
It follows. then, that for anyone but 
a centipede three pairs of shoes a 
year is no especially ostentatious 


luxury.” 


tt 


NORMAN NORELL, winner of 
the American Fashion Critics’ 
Award to the outstanding Ameri- 
can designer of 1942, says: 

“As the automobile disappear: 
from the American scene as a plea- 
sure vehicle. formal clothes must of 
necessity become simpler. shoes 
will have lower heels, adapted to 
walking. 

“All evening dresses will become 
street-length. I am showing no long 
formal gowns at all in my new col- 
lection. They do not look right for 
the times.” 

If clothes rationing comes, he be- 
lieves the standby of the American 
woman will be the “little black 
dress” which may be dressed up or 
down with accessories. 
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“NOW that shoe sales are doubled 
over a year ago, due to both gaso- 
line and shoe rationing programs 
and the fact that factory deliveries 
are so uncertain even in the best 
plants, it does seem that those of us 
in the smaller stores must practice 
customer rationing,” believes Harry 
Gluckman, proprietor of The Chil- 
dren’s Bootery of Beverly Hills, 
Calif. 

“| think we would be crazy to sell 
shoes in a haphazard manner to 
whoever comes in to us. | am going 
through my card files and toss out 
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those names who only buy once in 
a great while from me, paying par- 
ticular attention to the consistent 
kickers and those who return an 
unreasonable amount of goods. It 
does seem the fairest way to take 
yood care of those loyal customers 
who have taken care of me all these 
vears. 

“The shortage of good shve fit- 
ters was illustrated the other morn- 
ing when at about 9.30 a woman 
came in stating she had just re- 
ceived notice she had been hired to 
sell children’s shoes in one of the 
town’s best stores. As she did not 
know a thing about selling any kind 
of shoes, would I please give her 
instructions on how to fit children’s 
feet as she had to report to work in 
15 minutes. The answer was that 
| had spent 21 years in learning 
that trade and it would be impos- 
sible to tell what little I had picked 
up in five minutes.” 


o * © 


GEORGE P. UTLEY, president of 
The Irving Drew Corporation, Lan- 
caster, Ohio, says: 

“I have read the editorial: IN 
WHICH WE SERVE (January 30. 
1943). I think this is a mighty 
fine article. I do believe that more 
articles of this type, showing the 
value of service in a shoe store and 
the awakening of more shoe retail- 
ers to the fact that their mission in 
life is not only to sell shoes and 
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make a profit, but most of all, those 
who serve best and serve most intel- 
ligently will have increased rewards. 

“The proper fitting of a pair of 
shoes to a foot is not just an ordi- 
nary layman piece of work. It re- 
quires study and in reality, a great 
deal of science, and a genuine de- 
sire to be helpful to humanity. 

“Yes, I say more articles that 
will educate the new generation of 
shoe merchandisers and shoe fitters 
~o that they can run a better service 
if they will thoroughly understand 
that a properly fitted pair of shoes 
to the foot does not only 
more often repeat sales but comfort 
and good health to the wearer of 
the pair of shoes.” 


mea 


oe * a 
A NEWSPAPER report from Dal- 
las, Texas, says: 

“Woman with mismated feet has 
Texas board puzzled! She ought to 
get six pairs of shoes a year instead 
of three, the woman told the ration- 
ing board. She wears a No. 5 shoe 
on one foot, and a No. 7 on the 
other—so three pairs would really 
he only one and a half. she ex- 
plained. The puzzle is enroute to 
Washington.” 


YOUNG 





J. C. FEDLER, president of the 
Boston Shoe Co., Louisville, Ken- 
lucky, says: 

“So far—more shoes have been 
sold in this locality in higher priced 
and more conservative styles. 
Brown and white are very good; 
other rationed colors and combina- 
tions only fair; whites slow at this 
time. We believe it is a little tuo 
early yet to draw any definite con- 
clusions, as to what to expect for 
the coming months but we all face 
it—confidently.” 


* * * 


J. L. TODD, assistant sales man- 
ager for Geo. E. Keith Company, 
Brockton, Mass., says: 

“The RECORDER 
hammer home in every issue al- 
most, the necessity for correctly 
fitting shoes. Here’s a line for your 
‘fitting campaign’: 

“ “Remember, a pair of shoes is 
practically the only article of wear- 
ing apparel that a person buys that 
must be fitted correctly from the 
start. All others can be altered, but 
shoes cannot be.’ (To any great 
extent, at least.)” 


continues to 





"She says she ought to know something about the shoe game— 


She's been wearing shoes all her life." 























Interior of the newly decorated Newbold store. 


to the apparent size of the store. 


Cheery Atmosphere 
Maintains Morale 


So Thinks William E. Newbold, Owner of 
Newbold's in Cincinnati, Whose Recently Re- 


modeled Shop Carries Out That Idea. Sub- 


Color scheme 
is cherry red and dove grey. Mirrors on opposite walls add 


A 


WILLIAM E. NEWBOLD 


dued Colors Take on Appeal Through Color- 


ful Backgrounds, He Maintains. 


Exterior of the store showing the display 
windows which lead the eye of the looker 
into the store. 





AN objective of maintaining home front morale and 
assurance that high quality traditions are predominant 
motivate the tenth anniversary celebration of the New- 
bold Bootery, specialty shop featuring shoes, hosiery, 
gloves and handbags. William E. Newbold, founder of 
the shop, is a nationally-known shoe retailer. 

The Newbold tenth anniversary program coincides 
with the “golden jubilee” of I. Miller, Inc., whose line 
is handled exclusively by the Newbold shop in the Cin- 
cinnati territory, it was explained. 

“Our desire to give every woman a lift by providing 
her an opportunity to make shoe selections in an 
atmosphere of cheerful, refined salon-type background,” 
Mr. Newbold declares, is the “inspiration” for the un- 
usual redesigning and redecorating scheme exemplified 
in the Cincinnati bootery. He cites that “bright- 
colored merchandise is best set off against a neutral 
background, but when the merchandise becomes more 
subdued (as in wartime), the background itself can 

[TURN TO PAGE 36, PLEASE] 


Boot and Shoe Recorder 








and 
ant 
ew- 
ry, 
- of 


des 
line 


yin- 











CoME rationing, simplification, standardization or any 
other kind of war regimentation, shoes will continue to 
be smart. So says WPB, one of the present czars over 
industry. There seems to be common agreement that 
the American shoe, no matter how much it has been 
tampered with, will still be a durable and ornamental 
product whose daily cost is so low that it is figured on 
a penny basis. 

The shape of things to come, shoe-wise under war 
conditions, is made the subject of an interesting WPB 
statement which winds up with the assurance that not 
only will shoes continue to be smart, though simpler, 
but fit will receive greater emphasis than before. And 
to comfort well-shod civilians concerned about a forth- 
coming run-down-the-heel life because of shortage of 
materials, WPB said that repair leather will be ample. 

“The well-shod civilian is a war essential,” said WPB 
and this is not the globaloney or stylistic nonsense that 
it may seem on superficial thought. The gag that 
clothes do not make the man has a glittering truth to 
it, but who is going to say that a well-shod, well-clothed 
man doesn’t have a confidence and a respect necessary 
to his well being and success that are lacking in the 
unfortunate or careless man who is ill-shod and ill- 


clothed? 


* a - 


THAT WPB contemplates a civilian population still 
wearing quality shoes, despite rationing, is made clear 
by its estimate that about 15,000,000 more pairs of 
durable wartime shoes for civilians will be produced 
this year than last. But the total number of shoes will 
be slashed by approximately 100,000,000 pairs less 
than 1942’s record production. This is because there 
will be a smaller selection of peacetime models. Stores 
will stock more durable models, more complete size 
variety in each of them. Rationing, WPB says, will 
assure fair distribution. But “frivolous footwear,” as 
WPB calls it, is out for the duration. There'll be no 
material or manpower for it, but plenty of essential 
shoes for men, women and children on the home front. 

Lowering shoe platforms alone, it is estimated, will 
save 15,000,000 ft. of leather. The elimination of most 
non-essential shoes is expected to save 75,000 man- 
hours every day. 

Conservative buying, necessary on a coupon basis, 
WPB pointed out, will be easier this Spring by its 
first simplification order. This season’s new shoes are 
all “M-217’s”, designed under the war rules of Sep- 
tember. When Fall shoes are made, the six colors cur- 
rently available will be reduced to four. Useless trim- 
mings, already trimmed, will disappear completely. 
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Disclaiming any sadistic purpose, WPB said that 
there was no desire to reduce fashion selections as 
such, but that it has had to turn to a “must” program 
to conserve leather, rubber and manpower. Sole leather 
is the No. 1 shoe problem by virtue of abnormal de- 
mands for war. Rubber is the No. 2 shoe material 
problem. Rubber cement is needed in assembling many 
kinds of footwear. Some reclaimed rubber is allocated 
for heels and soles. Workers on aircraft assembly, for 
instance, require sneakers for surefooted climbing over 


slippery metal. 
° 7 * 


“WITH navy blue and turftan dropped from the list 
of shades which may be manufactured in the immedi- 
ate future,” the WPB statement continues, “the shop- 
per will have a choice of black, white, town brown or 
army russet. Either of the last two will successfully 
replace blue in a woman’s wardrobe. It was not until 
a little more than a decade ago that the navy blue 
shoes came into general use. 

“Although two-color shoes are almost entirely elimi- 
nated, two-texture shoes are not. Leathers of two dif- 
ferent kinds, but the same shade, may be used together. 
Leather and fabric of the same approved color may be 
combined in a shoe. There will still be calf pumps with 
patent and suede pumps with faille. 

“Most of the familiar leathers are available for 
civilians, although the very finest heavy dute qualities 
and some softer lining types are reserved for military 
needs. Civilians may wear good calf, kid, “elk” (really 
cattle hide), goat, or pig leathers. The exotic reptile, 
shark and kangaroo leathers are not prohibited. Patent, 
which is any non-stretch leather with a varnished sur- 
face, and suede, which is calf, kid or buck with flesh 
side “napped”, will continue to be feminine perennials. 
For men’s shoes, however, patent is out.” 


” 7 * 


“SHORTAGES of leather are aggravated by shortages 
of tanning materials,” WPB points out, “most of which 


must be imported. Tanning derives its name from 
tannin or tannic acid, an astringent found in some tree 
barks and an essential of “vegetable tanning.” A newer 
method, “chrome tanning” uses more accessible waste 
salts from low grade chrome ore. But the end product 
determines the type of tanning, and most sole leather 
must be vegetable tanned. 

“The key ingredient is imported from South Ameri- 
can, where a native tree is ground and leached”, or 
dissolved. In viscous form it is poured into sacks in 
which it instantly solidfies. Shipped in hard cakes to 

[TURN TO PAGE 41, PLEASE] 
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JHE best of modern equipment and merchandise and 
alert up-to-the-minute merchandising ideas . . . these 
are the ways in which the departmentalized shoe store 
of Harrison Brothers has given outstanding service to 
the community in and out of war times for 67 years. 
Started in 1876 by two brothers, it is now owned and 
operated by two sons of these brothers, Lewis and 
Schuyler Harrison. In addition to the original store at 
551 Main Street in East Orange, the firm has a store 


considered to be one of the finest in the state. in Mont- 


clair at 540 Bloomfield Avenue. Firm headquarters 
remain in the East Orange store. Both stores carry 


quality shoes for men, women and children. Correct 
fit has always been a matter of first importance in these 
stores. 

There have been many changes in East Orange since 
the original Harrison Brothers opened their first store. 
Kast Orange was then a farming community. Everyone 
called for his mail at the Post Office. Only the most 
prosperous homes on the Main Street had flagstone 


saving: wooden walks were good enough for the rest of 
} 2 : : 


Below. Recognized as one of the outstanding 
shoe stores in New Jersey, the Montclair store 
of Harrison Brothers continues the firm’s 
original policy of accurate fitting of men’s. 
women’s and children’s quality shoes. 


An 
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Opposite page: First Harrison Brothers store, 

established~ut East Orange, N.J., and still firm 

headquarters, shows that it has kept pace with 
the times in equipment and furnishings. 


the residents. Volunteers manned the fire department. 
There was a great deal of community life. Then came 
changes. People began to go to New York or Newark 
for their clothes and other shopping. Finally, 50 out 
of every 100 East Orange women, according to Schuyler 
Harrison. were buying in New York stores: 35 in 
Newark. The remaining 15 shopped locally. 

Now the pendulum has swung the other way. Now 
50 per cent use local stores; 20 per cent New York and 
They 


leisurely atmosphere of the smaller local stores, is the 


30 per cent Newark stores. prefer the more 
explanation Mr. Harrison gives for the change. Besides, 
under gas rationing, it is as easy for them to walk a 
mile to Main Street as to walk a mile to the railroad 
station for a trip to New York or Newark. In the past 
few years New York stores have been quick to follow 
up this change in buying habits by starting branch 
stores. Like other local stores, Harrison Brothers bene 
fited by this increasing trend to neighborhood shopping. 

As long as the war continues, Harrison Brothers 
main job is to keep an average flow of outgoing goods 


proportionate to incoming goods. If merchandise does 


OLD ESTABLISHED FIRM 
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KEEPS PACE WITH THE TIMES 


Harrison Brothers of East Orange, N. J., Gear Their Merchan- 
dising Policy to the Country's Wartime Needs. De-Glamoriz- 
ing Shoes Is their Patriotic Answer to the Government's Pro- 
gram for Shoe Conservation. Shoes for the Service Men on 
Furlough Are Another Important Part of their Wartime Business 


by ELEANOR RUTLEDGE 


not come in as quickly today as in ordinary times, they In speaking of de-glamorizing shoes, Mr. Harrison 

are not worrying. If shoes ordered for early December expressed the view that this method of cutting down on 

delivery have not been delivered by mid-January, they consumption of shoes has much the same effect as ra- 

know that those shoes will be sellable all through the tioning. It is Harrison Brothers’ way of cooperating 

Spring months and beyond. with the government’s conservation policies. 
“Merchandising patriotically in wartime” is how 


the Harrisons describe their present method of opera- Pioneers in Fitting Children 
ion. il this is » it works: 1. By abolishing ; me ; . 
tion. In detail this is how it works Sean In the field of fitting children’s feet Harrison 


sales. Formerly they held semi-annual sales. These 
have been abolished for the duration. 2. By abolishing 
over-promotion. 3. By de-glamorizing shoes and “sell- 


Brothers have been leaders. According to Mr. Harrison, 
this was one of the first stores to stress flexibility in 
: ° Pa children’s shoes. In cooperation with a leading manu- 
ing the essential shoe.” Low heels for women are a 


promoted as an important part of this policy. 4. By facturer of children’s shoes, they worked for greater toe 


giving the customer the best possible service, by accu- elevation and elimination of rigid corseting of the 
rate fitting and by education in the care of shoes. 
(Editor’s Note: This does our editorial heart good 
hecause these are the two points we have been stressing "ections for abnormal feet made in the individual 


in our articles as the vital wartime services every shoe Child’s shoe rather than as a feature of the whole line 


child’s foot. They developed shoes in suitable mate- 
rials made over correct orthopedic lasts. Needed cor- 









store and department should be giving every customer. | [TURN TO PAGE 35, PLEASE] 
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You and the Repair Man 
ARE PARTNERS... 


He Makes Your Customers’ Old Shoes Wearable and These Become a 
Useful Part of Their Shoe Wardrobes. You Sell the New Shoes Which 
Round Out These Wardrobes. Your Sympathetic Understanding of Cus- 
tomers’ Needs Will Do Much to Promote Good Will for Your Store. 
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““MAKE Do and Mend,” the wartime slogan in Britain, 
is rapdily becoming our slogan. Shoe rationing has hur- 
ried the day, as far as shoes are concerned, to such a 
degree that shoe repair shops are almost distracted with 
the hundreds and sometimes thousands of shoes pour- 
ing in every week. They come in by mail as well as 
from local customers. 

One owner of a successful midtown New York repair 
shop talked seriously of closing up his business. “It’s 
a question of my health or the business,” he said. And 
he felt that his health was more important. In the case 
of many shops and rebuilding factories, long-established 
and well-known, the problem of getting skilled labor is 
becoming more and more critical. Supply of material 
is getting more serious, too, although, so far, owners 
of these repair factories report that they have been able 
to get what they need. Many of them express hope 
that rationing will release more leather and other mate- 
rials for repair work. 

Under present conditions of rationing you and the 
repair man have a chance to do each other mutual 
service. You can ease the immediate strain on the repair 
factories by recommending patience to your customers. 
Some of the local repair shops gre taking three to four 
weeks on some jobs. Some bigger places with a supply 
of workmen adequate for the crisis are turning out 
work much faster. The shoes that they can put back into 


Tom Groundwater has “stuck to his last” at the repair 
factory of Coward Shoe, Inc., for more than 50 years. 
All the activities of the factory at 270 Greenwich 
Street, New York, are under his watchful eye and his 
special job is to see that the jobs are well done. Born 
at Scapa Flow, Scotland, Mr. Groundwater had his 
early training before coming to this country. Long 
years of experience and first-hand knowledge of fine 
workmanship and leathers make him one of those rare 
craftsmen who know intimately every operation that 
goes into custom work. A shoemaker of the old school. 
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Adjacent to the better shoe department, R. H. Macy 
& Co. has recently installed a Shoe Repair Centre 


which is already a month after shoe rationing 
began . . . handling hundreds of pairs each day. At 
the right of the photograph is the counter for incom- 
ing and outgoing shoes. At the left ... not shown ia 
the picture ... is an area for seating customers hav- 
ing minor repair jobs done while they wait. Behind, 
and out of sight, is the repair factory where expert 
workmen, re-sole, re-heel, re-build and re-style shoes 
of all kinds, erades, ages and nationalities. Findings 
are sold at the Centre and customers are reported to 
be showing a keen interest in learning to take better 
care of their shoes by cleaning, polishing and dress- 
ing the leathers, as well as keeping them in repair. 


service for your customers are just so many pairs 
gained free of ration coupons. Talk over these coupon- 
freed shoes with your customer when she comes in for 
2 new pair. On the basis of what she already has, she 
should be able, with your help, to make a really satis- 
factory choice for her coupon shoe. Every woman needs 
one pair of good, durable, comfortable walking shoes. 
And every woman wants a pretty, more dressed-up pair. 
You can figure on these two types as a working basis. 
To a great many people, the whole idea of rebuilding 
and even repairing old shoes is so new that you may 
be of service to your customer if you can give her an 
idea of how many different kinds of jobs can be done. 
Actually, there is almost no end to what can be done, 
especially if the uppers are still in pretty good condi- 
tion. Even if they are not, they can be repaired and 
parts replaced. We have seen shoes going through a 
repair factory where a man’s straight tip shoe was worn 
right through just above the tip. A new vamp was being 
put on and the old tip used again. Shoes can be made 
longer or wider by stretching over a last of the right 
size. A frequent request is to have the tops taken in so 
that the sides will not gap. Old styles can be changed 
[TURN TO PAGE 35, PLEASE] 
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Timely Tips on Fitting Feet 


In This Installment, Mr. Morgan Points Out the Respon- 


sibility of the Shoe Fitter in Maintaining Foot Health 


in His Customers. Here Are Simple Explanations, Easy 


to Follow and to Put into Practice, Which Will Help 


Those Who Have Been Fitting Shoes for Many Years 


as Well as Those Salespeople New to the Business. 


EVERY profession has its creed, its 
pledge to humanity. When a shoe fitter accepts the re- 
sponsibility of fitting his fellow men, he assumes the 
pledge of the shoe industry. “I PLEDGE MYSELF AND 
ALL MY TALENTS TO FIT CORRECTLY, ADVISE 
WISELY AND PREVENT FOOT-ILLS TO THE BEST 
OF MY ABILITY THAT MY FELLOW MAN MAY 
WALK IN COMFORT; AND TO UPHOLD THE TRA- 
DITIONS AND HONOR OF MY PROFESSION.” 

Since people as a whole know very little about thei: 
feet, it is often imperative that we discourse on foot 
correction and construction rather than on style selec- 
tion. The only way in which we can be of invaluable 
and unending aid is to explain in understandable 
language just what those feet need. Most patrons may 
safely be treated as kindergarten students in the lesson 
on feet, in instructing on the most simple and primary 
functions. 

When we find a bad metatarsal condition, a weak 
longitudinal arch or a baby bunion, it is our duty to 
report to its owner and instruct him in the method of 
correction. If we do not do so we have failed in our 
mission and may rightly be held to account for our 
failure. People expect their shoe fitters to report to them 
on the state of their feet. I have often had customers 
say to me: “Why, they didn’t tell me there was anything 
wrong with my feet where I bought my shoes before.” 

Usually you will find people very receptive to in- 
formation about their feet. Many of them, of course, 
do not realize to what painful ends a slight defect may 
lead. But as shoe men we DO realize and it is our duty 
to prevent it if we can. 


People come to a shoe store to buy shoes, but they 
also expect to be so fitted that they can walk in absolute 
comfort. They expect the shoe fitter to take a profes- 
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sional interest in their feet and to give them such in- 
formation as will enable them to wear their shoes with- 
out discomfort. This is as it should be in professional 
shoe fitting and is the cause of the continually increas- 
ing patronage of the shoe stores that feature correct 
fitting. No sincere shoe fitter will sell a shoe that may 
bring discomfort to its wearer. It is as much our mis- 
sion to prevent foot-discomfort as it is to correct it. A 
little preventive conversation acts as a return ticket to 
the next fitting. 

In order to understand the method of fitting feet 
correctly, it is necessary to have a working knowledge 
of foot construction. While the foot contains four 
arches—the inner longitudinal, outer longitudinal, 
transverse and anterior metartasal—the new shoe fitter. 
lor primary purposes, need be concerned with only 
two. Advanced cases of foot trouble should be referred 
to a foot expert. The new student should, however, 
make an intensive study of practipedics as early as 
possible in order to become an expert fitter. 

The long arch of the foot, the inner longitudinal, 
extends from the oscalsis, or heel bone, to the metatarso 
phlangeal joint. When the ligaments which support 
this arch become strained, the arch drops to an ab- 
normal position and may develop into flat-foot. This 
weakening or flattening out of the arch requires special 
care in fitting. While the shoe is new and firm it may 
seem to be long enough for the foot but gradually this 
stretching arch may allow the foot to slide forward in 
the shoe causing great discomfort and a complaint of 
misfitting. 

. To judge whether an arch is extremely flexible. take 
the heel in one hand and press on the ball or the first 
metartasal with the other. All arches should have a 
certain amount of flexibility, but with a little practice 
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CHAPTER IV: 


The Shoe Fitter’s Creed 














and consultation with your supervisor you will soon 
learn just how far the arch should flex before it becomes 
imperative to allow additional length to avoid short fit- 
ting. If you are fitting a corrective shoe, it should fit 
sufficiently snug to hold the foot firm and not allow the 
foot to creep forward. In a light weight style shoe, the 
fit should be such as to allow for the elongation of the 
arch unless the shank is sufficiently strong to prevent it. 

It cost me at least one pair of shoes to learn this. In 
a Chicago store where all misfits must be O.K.ed by 
the manager, I told a young lady that I could not fit her 
correctly in the shoe she demanded. She replied: “Oh, 
| understand they are a little short, but I can wear 
them. I particularly want them tonight and I'll never 
bring them back.” She was in a hurry so I fell for the 
bait, letting her go without an O.K. The following day 
| was confronted with the shoes. While people may 
think in all sincerity that a half size in length will 
make no appreciable difference, the burden of correct 
judgment rests with the shoe fitter. 

You can win many friends and a happy following 
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Determining the flexibility of the arch is an im- 
portant part of the shoe fitter’s responsibility, but 
knowing how to do it is equally important. 






























by giving your customers little first aid tips for their 
feet. If you are confronted with a weak arch that 
causes leg pains, it may be the result of dropping from 
a very high to a very low heel, or it may be that liga- 
ments have lost their tone and are stretched so as to 
throw too much burden on the bones of the foot in an 
abnormal position. If you are not fitting an arch shoe, 
advise a bandage around arch, back around heel to 
relieve strain. A soft cotton padding between arch and 
bandage will help. Advise cautious padding with a 
gradual build-up to the required height for the arch. 
This will help many who have gone into factory work 
in totally different shoes from those to which they had 
been accustomed. 


IN addition to corrective fitting for excessive per- 
spiration, I have made countless friends by advising 
“eyelets” in the arch of the shoe to permit the feet to 
breathe. Any shoe repair man can punch two holes 
just above the sole in the upper leather of the arch of 

[TURN TO PAGE 35, PLEASE] 
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LAST week Boor ANp SHOE RECORDER 
published the verbatim report of questions 
and answers by OPA representatives at the 
Open Forum Conference meeting spon- 
sored by National Shoe Retailers Associa- 
tion in New York, March 1, together with 
some of the questions asked of WPB of- 
Balance of the 
session, with further questions and answers 


ficials and their replies. 


by WPB representatives, is covered in the 
following report. This report, added to 
the one published last week, gives you the 


complete story of the meeting. 


PRESIDENT VOLK: A row of 
stitching up the eyelet row: Is this 
eliminated under C-18? 

MR. BOYD: Yes, unless the stitch- 
ing serves a functional purpose such 
as holding doubler, lining, or eyelet 
in place. 

PRESIDENT VOLK: A manufac- 
turer’s style previously had a perfo- 
rated eyelet row stitched on each side: 
Now the manufacturer is required to 
omit the rows of decorative stitching. 
May he change the style by also omit- 
ting the eye row perforation? 

MR. BOYD: The perforation is con- 
sidered part of a stitched design and 
therefore it may be omitted. 

PRESIDENT VOLK: Strap and 
buckle shoes are not now permitted. 
Can a manufacturer convert his pat- 
terns to make a simple two- or three- 


eyelet blucher without permission 
from the WPB? 
MR. BOYD: Most manufacturers 


have a lower-cutting plain toe blucher 
pattern. If they do not, they may 
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apply for permission to put such pat- 
tern in under the last sentence of Sec- 
tion DE-1. 

PRESIDENT VOLK: 
graph C-3 eliminate a conventional 
high shoe? 

MR. BOYD: No. Paragraph C-3 
is referring to highcut boots. The 
conventional high shoe which is nor- 
mally from four to seven inches high 
is not prohibited by this section. 

PRESIDENT VOLK: Under Para- 
graph C-7, which limits the thickness 
of certain leathers to less than 4% 
ounces, will grain leathers be avail- 
able in men’s weights? 

MR. BOYD: Yes. 

PRESIDENT VOLK: Why is it 


important to merchandise to the pub- 


Does Para- 





FOLLOW-UP ON SHOE 


Left: The “Working Committee” sifts 
and sorts the questions to be answered. 


Right: The “Working Committee,” con. 
sisting of Albert Wachenheim, Jr.. Irving 
Grossmann, Harry Fontius, Ernest 
Daniels, David Hirschler, Harold Quim. 
by, Irving Edison, Wili Cobb, Charles 
Jones and George B. Hess, at its task. 


Below: The “Voice of Authority”: 
Lawrence Sheppard, Deputy Chief o/ the 
Leather and Shoe Branch, WPB; Harold 
Connett, Chief of the Leather and Shoe 
Branch, WPB; Mrs. Harriet Jones, Chiej 
Industrial Relations Branch, Footwear 
Rationing Division, OPA. Other mem- 
bers of the government executive group 
were: W. W. Stephenson, Chief of the 
Footwear Rationing Division, Ol'A.; 
Henry Boyd, Chief of Men’s Shoe Divi- 
sion, WPB; H. O. Rondeau, Chie! oj 
W omen’s Shoe Division, W PB, and James 
Eriksson, Chief Counsel of Footwear 
Rationing Division, OP A. 





lic long-wearing, water proof, com- 


fortable, flexible features of compo- 
sition soles? 

MR. BOYD: It is evident that 
there is a shortage of leather. There- 
fore if we have a satisfactory substi- 
tute, we should promote the merchan- 
dise. 

PRESIDENT VOLK: May a re- 
tailer dye a leather or fabric shoe for 
his customer to limited colors of any 
color? 

MR. BOYD: The retailer may dye 
to any color he desires. The manu- 
facturer is limited to dyeing it to the 
four colors approved by the order. 
[Laughter]. 

PRESIDENT VOLK: A manufac- 


turer makes shoes in three price lines, 
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FORUM DISCUSSION 








Concluding Questions and Answers from Recent N.S.R.A. 
Conference on War Regulations in New York, Where 
Government Representatives Answered Inquiries on 


What's What 
Conservation 


for instance, to retail at $4, $6, and 
$8. Can he in the next six months 
make more shoes than in the last half 
of 1942? Can he make more shoes 
in any price range? Can he drop 
any line? 

MR. BOYD: In the next six 
months following March Ist, he can- 
not make more shoes than he made 
during the last six months of 1942. 
If he drops some shoes in the high- 
priced line, he may add them to the 
low-priced line. He may drop any 
line by losing production. 


PRESIDENT VOLK: How long 
can a manufacturer continue to make 
in his factory moccasin-type oxfords 
with leather soles (meaning manufac- 
ture or put in process) ? 


MR. BOYD: They must be affixed 
to the shoe by May 3lst. The word 
“manufacture” as used in Paragraph 
C-1 refers to the operation whereby 
the features mentioned become a part 
of the footwear, the same as was in 
Interpretation 1. 


PRESIDENT VOLK: Could pre- 
welts be included with stitch-downs 
under C-15 extension stitched heel 
seats? 


MR. BOYD: No, the order permits 
the use of extension heel seats on ail 
stitch-downs regardless of size. Ex- 
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under OPA Rationing and the WPB Shoe 
Order No. M-217 as Recently Amended 


tension heel seats on prewelts will be 
prohibited after April 30th unless the 
order is amended prior to that time. 


PRESIDENT VOLK: Is stitching 


between perforations on _ ventilated 
shoes permitted? 
MR. BOYD: Yes, but only to the 


extent that it is functional. Mass 
stitching, if done to a greater extent 
than necessary to serve a functional 
purpose, is not permitted. 

PRESIDENT VOLK: What is 
standing of post exchanges and ship 
stores in regard to priority under 
revised M-217? 

MR. BOYD: Post exchanges and 
ship stores do not have the A-10 pri- 
ority they formerly had. 

PRESIDENT VOLK: We will ask 
Mr. Rondeau a few questions: 

When stitching is taken off, may 
perforations be substituted? 

MR. RONDEAU: No. 

PRESIDENT VOLK: Can short 
shield types be made on misses’ and 
children’s shoes? 

MR. RONDEAU: Yes; I might 
add, on any shoes other than men’s. 

PRESIDENT VOLK: Can we ap- 
ply trims made of imitation leather 
on gabardine, on leather shoes? 

MR. RONDEAU: Not unless they 


serve a functional purpose. 


PRESIDENT VOLK: Can play 
shoes be made according to new 
amendment of M-217 with imitation 
leather or fabric platform cover? 

MR. RONDEAU: If 15/8 heel or 
under, yes. 

PRESIDENT VOLK: Are’ shoe 
manufacturers allowed to sell bows to 
retail stores? Are there any restric- 
tions? 

MR. RONDEAU: There are no 
restrictions at the present time. 

PRESIDENT VOLK: Are manu- 
facturers of artificial flowers allowed 
to sell them to the retail stores to be 
used as bows on shoes if they did not 
do so before the M-217 order? 

MR. RONDEAU: There is nothing 
about the present order which will 
prevent their selling them for that 
purpose. 


PRESIDENT VOLK: This is for 


Mr. Boyd. Are short shield types 
O. K.? 
MR. BOYD: I believe Mr. Ron- 


deau answered that. 

PRESIDENT VOLK: Is the so- 
called Algonquin pattern eliminated? 

MR. BOYD: The Algonquin is 
considered a moccasin type and there- 
fore is not eliminated, but after May 
3lst must have a sole other than 
leather. | TURN TO PAGE 30, PLEASE] 
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The Editor's Outlo ok 


A Misdirected Children’s Crusade 


|T is time that all shoe men realized that they stand on 
common ground and that there should be some common 
basis of operating with common sense. The past few 
weeks have been harried and hectic and filled with con- 
fusions but things are straightening out and some 
degree of order is evident in the service of supplies, in 
shoe manufacturing and in shoe retailing. After all, 
we have one strong base to operate upon—i.e., the pub- 
lic has money. We are learning how to sell by ration 
coupon and replace by ration banking and this will be 
a measurable business before many weeks roll by. 

What we’ve got to look out for now is “deuces wild” 
that upset both retailing and industry. Such things as 
black market in supplies, in shoes and in sales to the 
public may appear. We might coin a phrase, that the 
“gray market” is now spreading like a blanket all over 
the country and an example of it is in the definition of 
“What is a Play Shoe?” for it is obvious that the 
borderline shoes are being sold in the “gray market.” 
The merchant who is doing it is cutting his own throat 
because he will need these ration coupons to be able 
to get adequate inventory in the future. 

But now we are facing a situation that needs an ap- 
plication of common sense as it affects children’s foot- 
wear! Here and there, throughout the country, a chil- 
dren’s crusade is marching down the path of worn 
shoes. The idea is one copied from the English 
teachers and social workers maintain depots where 
children may come in to exchange shoes, taking one 
size or type off and putting on a larger size or type. 
etc. We are not challenging the need in Britain for 
such extreme conservation because they have reached 
a point where nothing can be wasted and nothing mat- 
ters much except that human beings be fed and clothed, 
with the very minimums. Every other consideration 
can be thrown away in the face of the bitter reality of 


war right across the street (channel). 


HOWEVER, in America, this children’s crusade has 
been wrapped up in a sob-sister sort of sentimentality 
that is totally unnecessary at this stage of the war, when 
you see well-dressed children coming into a school room 
and a sad-faced superintendent waves his hand over to 
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a pile of cast-off shoes and then leaves the child to its 
own devices. The child may paw over the old shoes to 
find some pattern that it likes; struggle to put the shoe 
on and then go home and tell mother that: “I. too, am 
helping in the war.” 

Well. the whole scheme smells of newspaper copy in 
a form that is a mealy-pap to morons. Here we have a 
large, efficient and competent nation that has enough 
shoes on the shelves of stores and in the making to see 
to it that no child need go barefooted for want of new, 
clean shoes. We have a public with money in its pocket 
to pay for those shoes and very few cases, relatively, 
of such extreme poverty that need the charity of worn 
shoes, even on an exchange basis. Furthermore, any 
system of apparel that has reached the stage where 
second-hand distribution is an important part in the 
survival of a people, is at the end of its rope insofar as 
supplies and manufacture, etc., are concerned. 


AMERICAN children have enjoyed new shoes, fitted by 
store people who know the proper length of the shoe in 
relation to the foot and necessary width and proportion- 
ing. Growing feet deserve a size and a fitting. No 
system of exchange, even if it is conducted in school 
rooms or in charity depots, can be as efficient as the 
services of a trained fitter in the shoe store. For years 
the Boot anp SHoe RecorperR has distributed store 
cards reading:“A PLEDGE OF SERVICE. Growing 


Feet Deserve Proper Fitting. This Store Pledges. . . . 
That every pair of children’s shoes we.sell will be care- 
fully fitted by a competent shoe fitter. Children in the 
ages of vigorous growth may show increases in foot 
length of a full size in a six months’ period. Shoes sold 
over the counter, without proper fitting, may cripple or 
injure the feet of growing Americans. Therefore, in 
this store, we do not sanction the sale of children’s 
shoes without proper measurement and fitting.” 

We have believed that even our own system of selling 
The 


American public is beginning to find out, under the 


children’s shoes over the counter was wrong. 
rationing system, that it is better to get a fitted shoe for 
American children (limited to the coupons of a family 


ration book) than it is to buy unlimited shoes by the 
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catch-as-can method, off the counter. So, by the sys- 
tem of children’s shoe exchanges. we throw away all 
of the progress made. 

Now, on the subject of hygiene—there is nothing 
quite so filthy in all the realm of apparel as a pair of 
worn shoes and that goes even further, when it comes 
to children’s worn shoes that have been in mud; have 
been wet and have been carelessly thrown about. There 
is such a thing as athlete’s foot and many other com- 
municable diseases that can be transmitted through an 
exchange of worn shoes. Certainly, we don’t want that 
in America. 

So to wrap it all up, discourage in your community 
any maudlin idea about shoe exchanges in local kinder- 
gartens and schools that are predicated on the idea that 
children will go barefooted unless they get somebody 
else’s cast-offs. If, also, in a burst of sentimentality, you 
think it is a good idea to put in that sort of depot in 
your shoe store. forget it because it is full of headaches, 


uncommon non-sense and un-American. 


Study Ceiling Price Problems 
Racine. Wis.—Following a meeting with OPA of- 
ficials at the Washington Park high school here, local 
retailers selected committees to study the problem of 
meeting OPA price ceilings. Edwin Stilb was named to 


represent the shoe stores in connection with this matter. 


Would Remove Ration Restriction 
from Safety Shoes 


Newark, N. J.—A great number of man-hours may 
be lost in war production if an exemption is not granted 
that would remove industrial safety shoes from the shoe 
rationing program. This is the prediction made by two 
groups in this area in voting this month to ask the Office 
of Price Administration to review its action. 

The pleas to OPA are going from the New Jersey 
Chapter of the American Society of Safety Engineers, 
and from the Newark Safety Council. In discussing the 
rationing setup, the Jersey Chapter of the Safety Engi- 
neers points out that foot and toe injuries to unpro- 
tected workers constitute 13 per cent of all industrial 
accidents in the country. 

Fred M. Rooseland, secretary-manager of the Newark 
council, said his group’s action was taken after con- 
sideration of the great number of work-hours that 
would be lost if workers did not get sufficient protection. 
He quoted national figures which show 55,000 tem- 
porary and 3500 permanent injuries to workers’ toes 
each year in cases where no safety shoes are worn, and 
asserted that serious injury to men wearing such shoes 
is virtually unknown. 

The resolution was adopted by the New Jersey chap- 
ter, and W. G. Hill, chairman, was authorized to send it 
to OPA authorities and to New Jersey representatives 


in Congress, 








PRESIDENT VOLK: Can a manu- 
facturer whose footwear pattern cuts 
small pieces, use up waste leather 
over 44% ounces weight, this leather 
being offal from Government and 
other leather cuttings, and on account 
of size of quality would otherwise be 
waste? Would such be in contradic- 
tion with Section C, Paragraph (6) ? 

MR. BOYD: It may not be used 
if it is cattle hide upper leather, ex- 
cept kip sides, kipskin and head. 

PRESIDENT VOLK: Is the use 
of latex forbidden in combining for 
uppers, linings, and so forth, or is it 
not? 

MR. BOYD: That is not a ques- 
tion for the shoe branch. 

PRESIDENT VOLK: Are short 
shield imitation perforated tips per- 
missible? You have already answered 
that. 

MR. BOYD: That is a slightly dif- 
ferent question than the first one. 
Imitation or perforated shield tip is 
not restricted in Section C-8 which 
refers to wing tips. 

PRESIDENT VOLK: Will shoes 
of non-strategic materials in uppers 
and soles be restricted to the four 
colors, and can thev be combined? 

MR. BOYD: Non-strategic mate- 
rials are materials other than leather 
and rubber and may be combined in 
the four colors allowed in Section F, 
except on padded sole houseslippers 
where other colors may be combined. 

PRESIDENT VOLK: Are imita- 
tion lace stays and imitation foxings 
permitted if not more than four 
rows of M-217 short cotton thread is 
used to hold the backer or leather 
plumper in place? 

MR. BOYD: Imitation foxings 
are all right, according to Paragraph 
C-1-18. The eye steady marker is lim- 
ited to functional stitching. 

PRESIDENT VOLK: Does C8, 
restricting the use of leather outsoles 
on footwear, having a raised or flat 
seam moccasin type vamp, also apply 
to genuine moccasins? 

MR. BOYD: A genuine moccasin 
on the vamp is considered a moccasin 
type and therefore must have a sole 
other than leather. 

PRESIDENT VOLK: These follow- 
ing questions have been submitted by 
the Children’s Committee: 

Can an overlay strap be used on the 
children’s and growing girl’s loafer 
type moccasin slipper? This strap 
goes over tongue and vamp. There is 
no buckle. 
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[CONTINUED FROM PAGE 27] 


MR. RONDEAU: Without a buckle, 
we consider that a saddle and it is 
permissible. I call your attention to 
paragraph C-8 in regard to the saddle. 
You have to have a sole other than 
leather. 


PRESIDENT VOLK: Does section 
B, paragraph 10, mean that we can 
only produce the same number of 
pairs of misses’ shoes, the same num- 
ber of pairs of children’s shoes, the 
same number of pairs of infants’ 
shoes, or can we produce the same 
overall number of pairs regardless of 
size range, the grade and price range 
being the same? 

MR. CONNETT: The answer to 
that is no. I think the order is clear 
on that point. 

PRESIDENT VOLK: Next: A 
manufacturer makes a grade of misses’ 
high shoes and oxfords, pricing the 
high shoe at $3 and the low shoe at 
$2.60. Can the manufacturer use the 
total production of these two shoes in 
either the high or the low shoe, or 
must he maintain the production of 
each on relatively the same basis as 
produced in the base period? 

MR. CONNETT: He must maintain 
those relatively the same, except that 
he may move down. What he takes 
out of the $3 one, he may add to the 
$2.60. He cannot grade up; he can 
grade down. 

PRESIDENT VOLK: Next ques- 
tion: May a manufacturer who has 
made the same grade in light-weight 
McKay or cement and welts or stitch- 
downs, convert all or part of the pro- 
duction from the light-weight to the 
heavier-welt or stitchdown, as no doubt 
the consumer demand will increase on 
the utility type footwear? The price 
differential for the heavier type is 
within 10 per cent over the light- 
weight construction. 

MR. CONNETT: Yes, as long as 
the price range is within 10 per cent. 
There is nothing said in the order 
about construction. 

PRESIDENT VOLK: Next: During 
the Children’s Committee meeting a 
discussion was had with reference to 
paragraph C, section 8, of WPB Or- 
der M-217. It is necessary for the 
chairman of this committee to present 
these discussions direct to the WPB 
in Washington by mail, and after a 
reply is received from the WPB, out- 
lining their position with reference to 
this paragraph, it will then be pos- 
sible for the chairman to meet and 
discuss with WPB, further questions 






Diseussion |e 


that might arise after their stand has 
been outlined. 

That is a statement rather than a 
question. 

If a manufacturer finishes the mak- 
ing of his six-month quota in the 
course of the next four months, what 
should he do during the remaining 
two months—carry whatever he pro- 
duces, in stock until the six-month 
period is up? 

MR. CONNETT: If a man chooses 
to take his six-month quota and do it 
in four months, well, I won’t be face- 
tious but I suppose he -can go to 
Florida_for the next two months. 

FROM THE FLOOR: If he cannot 
make shoes, what is he going to do 
with his help? 

MR. CONNETT: If he makes his 
total quota that is granted to him in 
four months, he is going to let his 
help go then, so it would seem to me 
the part of wisdom to spread his 
quota over the six-month period. Of 
course, he has the privilege of doing 
it within any time he wants within 
that six-month period. 

PRESIDENT VOLK: Are we right 
to assume that the restriction of quan- 
tity to the last six months of 1942 
applies only to rationed shoes so that 
ration-free shoes made all over of non- 
strategic materials can be manufac- 
tured in any quantity? 

This would greatly relieve the criti- 
cal leather shortage. 

MR. CONNETT: No, that is not 
strictly correct at all. The limitation 
of production applies to shoes made 
wholly or in part of leather or with 
rubber soles, irrespective of whether 
1ationed or non-rationed. 

PRESIDENT VOLK: Do leather 
tassels on laces come under the mean- 
ing of leather ornaments? 

MR. BOYD: Yes, they are consid- 
ered non-functional ornaments. 

PRESIDENT VOLK: Are manufac- 
turers permitted to make wooden-sole 
beach sandals with cloth uppers of 
various colors with the uppers tacked 
on with colored tacks? 

MR. RONDEAU: If the colors of 
the tacks are within the four colors of 
the order, they are allowed. 

PRESIDENT VOLK: How about 
bows being made of leather and 
shipped separately? 

MR. RONDEAU: There is no re- 
striction in the order against it at the 
present time. 

PRESIDENT VOLK: On _ fabric 
bows, may you use pipings, bindings, 

[TURN TO PAGE 32, PLEASE] 
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and so forth, as long as they are not 
of leather? 

MR. RONDEAU: Paragraph C 1.19 
prohibits the use of leather non- 
functional trimmings, braidings, lac- 
ings or overlays on shoes. It does 
not however, prohibit the use of non- 
leather trimming as a bow. 

PRESIDENT VOLK: Bows on hand 
in retail stores after April 30—can 
they be put on shoes and sold? 

MR. RONDEAU: They can by the 
retailer, not by the manufacturer. 

PRESIDENT VOLK: Are shearling 
or plush cuffs permitted under the 
section prohibiting “quarter collars”? 

MR. RONDEAU: Not if it is an 
allover shearling shoe. 

PRESIDENT VOLK: May cordo- 
van be used to make men’s dress 
shoes? 

MR. BOYD: Yes, provided it is 
used in the colors approved in para- 
graph F-1. 

PRESIDENT VOLK: Are 
made of non-strategic material, all 
over, restricted in quantity also per 
last half of ’42? 

MR. CONNETT: I answered that 
one, 

PRESIDENT VOLK: When you 
say a manufacturer can sell bows to 
a retailer, can they be made of calf 
or suede and later than April 30? 

MR. CONNETT: There is no re- 
striction in the order at the present 
time. 

PRESIDENT VOLK: I am sorry to 
get back to that so much. 

Are leather-soled slippers, known 
as hassock boots, with plush or rabbit 
collars, allowed to be manufactured? 


MR. CONNETT: In padded soles 


shoes 


only. 

PRESIDENT VOLK: Imported 
Huaraches—can they be in red, blue. 
green? 


MR. BOYD: Yes. 

PRESIDENT VOLK: This one I 
cannot read. 

Rope soles—can these have fabric 
red-colored uppers or multicolors? 

MR. RONDEAU: If the fabrics are 
multicolored, they may not be used 
unless an appeal has been granted. If 
the fabrics are of a solid color, they 
may be used on all padded-sole house 
slippers and also hard-sole house 
slippers acquired prior to the date 
mentioned in paragraph C-5. This 
would also allow them to be used on 
rope soles. 

FROM THE FLOOR: Does the 
same thing apply to a fabric sole? 
MR. RONDEAU: If the fabric soles 
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are stitched on in the conventional 
way as a padded-sole house slipper. 
he may use all colors. If they are 
cemented on, you can simply use those 
colors that are allowed in the order, 
or in solid colors, those that have been 
acquired on the allowed dates. 

FROM THE FLOOR: Can you use 
ved or green? 

MR. RONDEAU: In all one color. 

PRESIDENT VOLK: Next ques- 
tion: Imported kid leather slippers- 
could they be in red and have a bend 
S-iron outersole? What is permitted 
in colors of upper and type of leather 
-ole, grade and iron? 

MR. CONNETT: I believe that is 
one that would be subject to a legal 
interpretation. I think we will have 
to look into that particular one. The 
order, in essence, says that shoes may 
not be sold unless they are in accord- 
ance with the provisions of the order. 
What you have to argue about is 
whether this is a forbidden shoe—if 
you want to put it that way—in ac- 
cordance with the provisions of the 
order, if it was made outside of the 
United States. We cannot make our 
orders apply to people outside of the 
United States. I should like to get 
a legal interpretation of that. We 
certainly could not forbid the manu- 
facture of them—that is one thing 
certain—because we can only control 
our own people. Whether or not the 
sale of them is controlled by the or- 
der, I am not prepared to answer. 

PRESIDENT VOLK: That question 
should be presented by writing to 
Washington. 

MR. CONNETT: Yes. 

PRESIDENT VOLK: Is it permis- 
sible to use elk for uppers in the mak- 
ing of leather, soft-sole, slippers? 

MR. RONDEAU: No, no natural 
hide upper leather may be used in 
house slippers. 

PRESIDENT VOLK: If white shoes 
are entered into production before 
April 26, can leather bows that were 
ordered for these shoes be attached 
in the packing room in May? 

MR. RONDEAU: No, the definition 
ef manufacture is very clear under 
interpretation No. 16. 

PRESIDENT VOLK: Can other 
than prescribed colors be used with 
a substitute sole? 

MR. RONDEAU: No, just the four 
colors allowed in the order. 

PRESIDEDNT VOLK: Can they be 
used with a leather-split soft sole or 
chrome? That is the same. 





MR. RONDEAU: Right. 

PRESIDENT VOLK: Can a raised 
seam on a vamp be made with a 12/8 
heel and a sole on? 

MR. RONDEAU: What kind of a 
sole? 

PRESIDENT VOLK: It says “sole.” 

MR. RONDEAU: With any sole 
above 11/8 heel. 

PRESIDENT VOLK: I take it they 
do not mean a cushion sole; they 
mean a regular. 

Are hard-oak-sole slippers permit- 
ted if under 5 iron is used? 

MR. RONDEAU: Only if they are 
bellies, shins or shanks. 

PRESIDENT VOLK: Referring to 
Article C, Section 8 of M-217, stating 
as follows: “Outside taps cannot be 
used unless the middle soles are of 
synthetic material.” Can the outside 
sole be of synthetic material and the 
middle sole of leather? 

MR. BOYD: Leather soles are not 
permitted on moccasin types. The 
middle sole would be a leather sole. 

PRESIDENT VOLK: If a slipper 
manufacturer has been making 2000 
pairs of footwear per day, 800 pairs 
being play shoes and 1200 pairs 
slippers, is his production cut down 
on the total production of 2000 pairs 
per day or cut down on his 1200 pairs 
per day? 

MR. CONNETT: He gets his full 
production of the play shoes and 75 
per cent of the slippers. 

FROM THE FLOOR: Article C 
states that leather soles shall not be 
used for imitation wing tips. May 
not a leather outside tap be used, pro- 
viding the middle sole is of synthetic 
material ? 

MR. BOYD: We would prefer to 
answer that by official question and 
answer. 

PRESIDENT VOLK: Next ques- 
tion: In the first M-217 order we were 
not allowed to change construction. 
Mr. Rondeau and also Mr. Connett an- 
swered yes, we can. Is this right? 

MR. RONDEAU: B-5, under defini- 
tions of the design and construction of 
tootwear, mentions the makeup of the 
footwear—two items of footwear of 
the same design and construction are 
necessarily identical except in- size— 
but does not refer to the means where- 
by the footwear is manufactured. That 
is why I answered that if it did not 
change the design, they could change 
the construction. 

PRESIDENT VOLK: What is the 


[TURN TO PAGE 49, PLEASE] 


Boot and Shoe Recorder 












j 


’ 


J\ a 


The A 


Ss 


ay 


— 


, REAL AMERIC 
traditions OF | 


sesied for perfec 
RICAN GENTLE 
in what is trul 


NS DIVISION | 
Lys 





wane 18 




























She Mavk Four 


to the finest 
ty and service. 
with simplified 


AMERICAN SHOE, true 
s of good taste, quali 


REAL 


r] forces. Constructed 
rt and durability - 


the best wear poss® 
needed for our arme 


for perfect fit, comfo' 
HAN GENTLEMAN gives yo 


in what 6 truly @ finer shoe f 
Shoe Corporation 


u an outstanding 


lor any service 


IN + Craddock Terry 
Lynchburg. Virginia 


s DIVISIO 


\ ows 


rt 


wane INA GREAT TRADITION 


$550 To $700 


r R 
stuven FoR YoU THE mone 


N AMERICAN war 


__LIFE 


Men are buying better shoes, because they 
value their ration tickets. To get your share of 
the men’s business, you should have shoes with 
an established reputation — known for high 
standards of quality and craftsmanship. 


American Gentleman Shoes, made in a great 
tradition, offer dealers an opportunity to obtain 
a major part of the men’s business. 


American Gentleman Shoes are a thoroughly 
established line with a wide consumer accept- 
ance. Consistent National advertising and effec- 
tive dealer helps keep the name American 
Gentleman constantly before your customers. 


We illustrate a full page, four-color American 
Gentleman ad which will appear in the April 5 
issue of Life and we urge all American Gentle- 
man dealers to tie-in their local advertising with 
this powerful National advertising. 


Our job, for the duration, is to maintain our 
production schedules for the Armed Forces and 
then to satisfy as best we can, under war condi- 
tions, the needs of our customers for civilian 
shoes . . . It is a hard task, we are doing our best 
and we ask our customers to be indulgent. 
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An Old Established Firm 
Keeps Pace 
[CONTINUED FROM PAGE 21] 


of shoes are worked out in conjunction 
with the physician. 


Military Trend Will Continue 


Questioned as to post war styles for 
men, Mr. Harrison predicted continued 
popularity of the military influence 
after the war with the wider tread 
still good. At the present time the 
store has developed a strong business 
for service men on furlough. Shoes are 
among the féw things that they can 
buy and every mother is anxious to 
send her son back to duty in well-fitted 
shoes. Plain toe types in buckle monks, 
oxfords and “cut down boots” are popu- 
lar among these men. Individual styles 
for the different branches of the Service 
are featured; cordovan, for example, 
for the Marines. 


You and the Repair Man 
Are Partners 
[CONTINUED FROM PAGE 23] 


to new ones. We saw a pointed toe shoe 
... dating back twenty years or more 
... being turned into a rounded, open- 
toed shoe. Stepins can be made into 
oxfords. 

Aside from all these special jobs, 
there are all the average run-of-the- 
mill jobs, such as re-heeling, re-soling, 
patching and stitching of rips in 
uppers and linings. Many people . 
women especially ... probably have 
never known how much improved a 
shoe is after it has been re-soled. For 
this job, as you know, the shoe is put 
on the last. This re-lasting gives it 
back much of its original shape. 

Finally, don’t forget to warn your 
customers that repair jobs should be 
done before the shoe gets in too bad a 
condition. If the sole is worn through, 
for instance, water can get in and do 
considerable damage. It is easy enough 
to test the state of a sole by pressing 
the thumb into the center. If it feels 
thin and weak, it is time for a re-soling 
job. And remember, once again, that 
you can do a friendly service to your 
customer by teaching her something 
about leathers and their care. Review 
What we said in our Jan. 9 issue in the 
article, “Sell the Polish with the Shoes” 
aid our Feb. 8 issue, “Better Care 
Makes Better Wear.” 





Timely Tips on 
Fitting Feet 


[CONTINUED FROM PAGE 25] 


the shoe. Then he can press metal 
@elets into the openings to prevent 
Spreading. These “eyelets” allow air 
circulate as the arch rises and falls. 
results are really surprising. 
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Massaging the arch with oil or 
petroleum jelly will do much to relieve 
strain and condition the foot. Cup the 
hands around the foot with thumbs 
over the instep and the fingers on the 
metartasal joints. Massage gently but 
firmly back to the heel with a circular 
motion of the fingers to promote cir- 
culation. 


To exercise and condition the arch, 
such exercises as picking up marbles 
with the toes for 15 minutes daily are 
beneficial, or standing with the heel 
en a towel and drawing towel back with 
toes. To strengthen ankles advise ro- 
tating ankle while sitting with one 
knee over the other. To exercise leg 
and foot muscles, stand firmly on both 
feet gradually bringing weight forward 
to ball of foot until as near on toes as 
possible. Do this as often as possible 
while standing during the day. Make it a 
habit to practice walking correctly so 
that the line of weight is thrown evenly 
on the arch triangle. The three points 
on which body weight should be borne 
are heel and first and fifth metatarsals. 


Manpower Lack No 
Deterrent to Sales 


DALLAS, TEX.—B. M. Rosen, man- 
ager of Titche-Goettinger Co’s. shoe 
department says, “There are only two 
salesmen in this department who were 
here a year ago and one of them is 
leaving this week for the Army. We 
are using two college boys as extras on 
Saturday. We have two women sales 
people. 

“In a department store, there is al- 
ways a chance to build up your shoe 
sales personnel from salespeople in 
other deparements who want to sell 
shoes. We are training these persons 
each morning before opening time. We 
give them the assurance of a trans- 
fer to shoes as quickly as an opening 
shows up in the department. As these 
people know how to sell and are famil- 
iar with store policy, the main thing 


they have to learn is the mechanics of | 


fitting. We are well pleased with the 
program.” 

A Harris Co’s. shoe department re- 
cruits salesmen constantly. Due to the 
big increase in sales in the higher price 
ranges and a decrease in their base- 
ment department, the management has 
pulled all of the salespeople from the 
lower priced shoes to the style depart- 
ment. They were replaced by aged men, 
some of whom had not sold shoes for 
many years. It has worked out to an 
advantage. A high school boy in this 
store earned commissions amounting 
to $14.88 for a Saturday’s work. 

J. Robert Hill, of the family shoe 
department of Sanger Bros. says, “We 
have been lucky. We are working four 
women; three shoe men who are off the 
road are helping us out. A former shoe 
man who sold automobiles for a num- 
ber of years is also on our force.” 











HERE’S HOW YOU CAN 
IMPROVE YOUR POSITION 
AND EARN MORE MONEY 


Join the Health Spot Shoe 
Shop organization and enjoy the 
pleasant experience of sharing 
in the profits you help to create. 


There is no limit to what you 
can earn as a Health Spot Shoe 
Shop operator, because your 
earnings are stepped up as the 
store’s profits increase. 


By putting forth your best 
efforts to make the business 
grow, you derive the full benefit 
of this unusual profit-sharing 
opportunity. 


Retail shoe salesmen who have 


always worked hard but never 
received much for their efforts, 
are learning for the first time 
how much money can be made 
in a retail shoe store. As suc- 
cessful Health Spot Shoe Shop 
operators, they are earning 
more money than ever before. 





E. H. Currie 
MANAGER 
HEALTH SPOT SHOE SHOP 
1304 H St., N. W. 
Washington, D. C. 


A typical Health Spot success 
story is Mr. Currie’s record 
of a steadily growing volume 
and subsequently increased 
earnings. 


MEN WANTED 


Vacancies in Health Spot Shoe 
Shops, created by men leaving 
for the service, open new oppor- 
tunities. Send for your appli- 
cation blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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When you're in the 


French in feeling, and while mor 
theatrical than the former background 
is restrained in tone. The color scheme 
is cherry red and dove grey, with walls 
of soft grey contrasting with a deep 
pile carpet of red covering the entire 
floor. The carpet creates a luxurions 
atmosphere and provides an attractive 
background for displaying shoes. 
Two bays on opposite sides of the 
salon focus attention. On the walls of 


these bays are mounted grandeur mir. | 


rors framed with rococo scrolls jp 
chalk white. The bays are further en. 
hanced with swag drapery and valance 
decoration, which together with the 
mirror refraction adds apparent size 


THI 


so he's particular as t ather. It will pay you to | to the interior. 

market for shoes, ask — oe the enthusiastic approval Accoutrements include French sofas 

take care. No part of a ‘ oe ? and chairs, upholstered in combina. 

of men quicker, than outsoles © tions of quilted velvet and French eNA 
needlepoint; draperies of soft suede 
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velvet in darker grey trimmed with an 
outline of red. Display cases are lined 
with soft gold satin. The lighting fix. 
tures are done in bone white enamel 
with gold decorations. The renovation 
was in charge of The Morton-Hales 
Company, Cincinnati. 

The founder-owner of the shop has 
been engaged in retail shoe merchan- 























dising for 35 years. He started his Tre 
shoe experience with the Boston Shoe 
Store in Louisville and later was asso- 
ciated with Byck Brothers, also of 
Louisville. Prior to opening the New- 
bold Bootery ten years ago, Mr. New- MI 
bold had been shoe buyer and a shoe ten 
department executive with the Smith- ane 
Kasson Company in Cincinnati for nine ing 
— a been 
Mr. Newbold has maintained an rary 
ultra-progressive spirit in merchandis- - 
ing and has never hesitated to take the ~ 
forward step. He works harder and We 
longer than his associated personnel ‘ 
(although he never brags about it) = 
and frequently is the “opener-upper” oo 
as well as the “last man out” at the end a. . 
of the business day. Color 
— Men’s 
been 
Foot Health Chart Offered terest 
New York.—The Bristol-Myers Com- J 4002 
pany has prepared for free distribution rowed 
a wall chart on the subject of foot Hig 
BOSTON MAES health and care. It is entitled “Why in 2 
; : : | Do Feet Hurt—What To Do.” ‘ 
WESTERN DEPARTMENT 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN}— With the shifting of thousands of ool 
aes ee Cs or a A people from ordinary civilian life to the to the 
Cheery Atmosphere Reiteration of the Newbold Bootery more strenuous life of farm or factory, aw 
: : traditions, he reminded, is contem- ™&@”y are having considerable trouble chase: 
Maintains Morale plated as “we have always specialized With their feet due to longer hours of per y 
[CONTINUED FROM PAGE 18] in high-style merchandise and high ‘Standing. Painful aching feet induce Sho 
shades naturally formed an important P0or dispositions which, in turn, slow great 
play an important part in giving the part of our stock in trade. We could UP work now so necessary for our war going 
customer the psychological lift, former- count on the sparkle of the merchan- @ffort. ration 
ly imparted by the merchandise.” De- dise itself in normal times to stimulate A number of retail shoe outlets have porta! 
claring this “to be the theory behind the customer, to awaken and hold her requested this chart as an aid in mak- Winte 
the recent renovation of the bootery,” interest, and the shop background ing their customers more foot conscious. inite 1 
the founder-owner added that while therefore, was one of quiet elegance. If the manager of any retail shoe store be sec 
the redesigning of the shop interior Now, however, the shoe styles ‘re- believes a chart of this sort will be of seasor 
coincides with the tenth anniversary stricted and colors subdued, we must value and interest, one will be sent with red ir 
celebration, “the new decorative back- depend upon the background to raise the compliments of the makers—just with | 
ground stems directly from the war the customer’s spirits and we have re- write for a Foot Health Chart to the and \ 
and its influence on shoe styles and designed our interior accordingly.” Professional Department, Bristol-Myers featur 
colors.” The new bright decorative scheme is Company, 630 Fifth Avenue, New York. “mans 
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All Types Selling in Florida Shoe Stores 


Trend Is to Spectators and Two-Tones. Women More Eager to 
Use Coupon No. 17 Than Men. Bright Colors Leading 
Sales, with Play Shoes in Heavy Demand 


MIAMI, FLaA.—Throughout the state 
shoe dealers report every type of 
women’s shoes in demand since rat on- 
ing went into effect, but there has 
been a definite trend toward spectator 
and two-tones—the types which are go- 
ing to be more and more difficult to 
procure. 

Women have been more intent on 
using coupon No. 17 at this time than 
men. They seem to feel it will be bet- 
ter to buy now while stocks of shoes 
that cannot be replaced are complete. 
Colors and two-tones have been active. 
Men’s shops for the most part have 
been quiet; either the men are not in- 
terested in purchasing shoes until they 
actually need a new pair, or the 
womenfolk of their families have “bor- 
rowed” Coupon No. 17. 

Higher priced shoe shops are for 
the most part reporting “much better 
than average” business; lower-priced 
bracket merchants have not been rushed 
to the same extent. Women are going 
to be more careful in their shoe pur- 
chases now that the number of pairs 
per year is limited. 

Shoe merchants are satisfied that a 
great deal of shoe hoarding has been 
going on of late, in anticipation of this 
rationing order. With Florida still im- 
portant as a style center during the 
Winter season, there has been a def- 
inite run on colored shoes. These will 
be seen throughout the North as the 
season advances. Throughout the state 
red in many tones has been a leader, 
with green a good second. In Miami 
and West Palm Beach Burdine’s has 
featured as a best seller a color called 
“mango”—a red with an orange cast. 
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A bright red has also been active, as 
has a green called avacado. 

In the A. S. Beck stores throughout 
the state red suede has been active, 
while at Burb’s, Victory Red has been 
leading. Mary Jane shoes in spectator 
types have sold well in four combina- 
tions: red, blue, brown or black and 
white. Baker’s did a nice business in 
Liberty red and Kelly green spectator 
types. 

When word was released that play 
shoes did not come under the ration- 
ing ban, Miami stores were mobbed. 
Some of the shops featuring low-priced 
play shoes were forced to close their 
doors early in the day and open them 
only at intervals to let another batch 
of shoe-hungry women enter. The 
urge for colored footwear could be sat- 
isfied in this type shoe, and it may 
become the popular foot covering for 
Summer. Of course, such shoes are 
being worn the year ’round in South 
Florida. 


Sheppard Named 
Acting Chief 


WASHINGTON, D. C. — Lawrence B. 
Sheppard, president and general man- 
ager of Hanover Shoes, Inc., Hanover, 
Pa., has been named acting chief of 
the shoe section of the Leather and 
Shoe Branch of the Textile, Clothing 
and Leather Division of War Produc- 
tion Board. This move followed the 
resignation of A. J. Spring, former 
chief of the shoe section. 

Mr. Sheppard has been acting as 
Deputy Chief of this branch. 


Appointed Assistant 


General Manager 


New YorK.—Walter H. Norton, who 
started as'a stock clerk with United 
States Rubber Company 30 years ago, 





WALTER H. NORTON 


has just been appointed assistant gen- 
eral manager of the footwear division. 
At the time of his promotion Mr. Nor- 
ton was production manager of the 
four footwear division plants of the 
company, now turning out volume war 
production of  self-sealing gasoline 
tanks, inflatable boats, waterproof foot- 
wear, jungle boots, life-saving suits 
and many other war products. 

His first full-time business job was 
as stock clerk in druggists’ supplies 
with a subsidiary of United States 
Rubber Company in Boston. After a 
few months, he also became stock clerk 
in clothing. He had been interésted 
for a long time in manufacturing, and 
in the Summer of 1915 he had a chance 
to go to Naugatuck and work in the 
cost department of a United States 
Rubber Company plant where he gain- 
ed much practical experience. 

[TURN TO PAGE 50, PLEASE] 
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“EK” Award Given to Field and Flint Co. 





Principals of Field and Flint Co. Army-Navy "E" award exercises display the newly 

earned flag to employees and guests. Left to right: Col. Samuel Zeidner, Roy F. 

Williams, general manager of Associated Industries of Massachusetts; Perley G. 

Flint, firm president; Gov. Saltonstall, Lieut.-Col. John T. Curtis, Lieut. Donald O. 
Elliott, Ernest Volta, factory steward; Mayor Downey. 


BrockTon, Mass.—In a colorful cere- 
mony held here on Thursday, Feb. 25, 
management and employees of the Field 
and Flint Company, well-known shoe 
manufacturers, received the coveted 
Army-Navy “E” award for outstanding 
performance in the production of boots 
and shoes for the armed forces of the 
United States. Only two other shoe 
manufacturers in the country, it was 
announced, have thus far been singled 
out for this honor. 

In presenting the pennant to Perley 
G. Flint, president of the company, 
Lieutenant Colonel John Curtis of the 
Quartermaster Corps, stressed the mak- 
ing of cold climate boots for the Army 
which are, he said, among the very 
best items of equipment on the entire 
list. In accepting the pennant Mr. 
Flint pointed out that “the full co- 
operation of all our men and women, 
including officials and the local union, 
its officers and agents, have made this 
wonderful award possible.” 

The “E” lapel pins, to be worn by 
every employee of the company were 
presented to Shop Steward Ernest 
Volta by Lieutenant Donald O. Elliott 
of the United States Navy Reserve. 
Mr. Volta, representing the emvloyees, 
told the officers: “You’ve told us we 
did well. Now watch us do better.” 
Then, turning to the employees massed 
below the flag-decked stand from which 
he spoke, he said: “We’ve won our- 
selves an ‘E’—let’s shoot for the stars.” 

Greetings of the commonwealth were 
brought by Governor Leverett H. Sal- 
tonstall who spoke with pride of the 
position held by this state as a pro- 
ducer of sound shoes which have given 
service in all the wars in which the 
United States has fought. 

Prominent men who attended, in ad- 
dition to the speakers, included Mayor 
Downey of Brockton; Roy F. Williams, 
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general manager of the Associated 
Industries of Massachusetts, who acted 
as master of ceremonies; R. W. Samp- 
son, vice-president of the United Shoe 
Machinery Corporation; William L. 
Gleason, president of the Southeastern 
Massachusetts Shoe Manufacturers’ 
Association; A. W. Samson, president 
of the Brotherhood of Shoe and Allied 
Craftsmen, and many others, including 
city officials, representatives of the 
Army and Navy and scores of friends 
drawn from Boston, Brockton and other 
New England shoe centers. 

As chief honor guest at a dinner 
preceding the ceremony, Mr. Flint was 
presented by Mr. Gleason with a 
framed resolution through which the 
members of the association extended to 
him and his employees their congratula- 
tions and wishes for the continued suc- 
cess of his firm. At the top of the 


resolution was a facsimile of the Army- 
Navy “E” pennant, the origina! of 
which now flies daily over the plant in 
this city. 

On September 11, 1941, the Field & 
Flint Co. took its first contract for army 
shoes, and it has been making them 
ever since. Such is the amazing history 
of the little boot shop Fred Packard be- 
gan on his farm—a history that has 
found the firm, although changed in 
name, making shoes for the fighters of 
three wars. In this war it merits the 
official recognition of its government— 
the Army-Navy “E.” 

Field & Flint Co. officers are: Perley 
G. Flint, president and treasurer; Fred 
F. Field, Jr., vice-president and clerk; 
Clifford L. Ward, vice-president; Clark 
L. Wilcox, vice-president, and Arthur 
E. Porter, assistant treasurer. 

John J. Maguire is factory superin- 
tendent, E. H. Crossman, buyer o/ up- 
per leather and findings, and Ernest M. 
Johnson, sole leather buyer. 


Boston Club to Hear 
War Correspondent 


Boston, Mass.—The next meeting of 
the Boston Boot and Shoe Club will be 
held on Wednesday evening, March 17, 
at the Hotel Vendome in Boston. The 
guest speaker will be Bruce Thomas, 
war correspondent, author, and lectur- 
er. Among the leading war questions 
which will be discussed are: the Second 
Front, Commando Raids, How About 
Russia? The Truth About Britain, The 
Dieppe Raid and Others, the Truth 
About Irish Sea Bases, North African 
Death Grapple, Bomber and Fighter 
Sweeps, and Atlantic Patrol. 

Francis C. Donovan, the club’s presi- 
dent and prominent Boston leather 
merchant, will serve as toastmaster. 





Insist upon your sales people reading 
The Recorder each week. 
The better posted they are the better 
shoe selling and fitting job they'il do for 
you. 





The flag-bedecked booth in which the formal presenting of the award and its 


acceptance took place. 


This booth was set up in the yard of the plant. 
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FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new salespeo- 

je, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 

BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





Lists Three Causes of 


Foot Deformities 


Boston, MAss.—Merchants handling 
the line of Mrs. Day’s Ideal Baby Shoe 
Company are in receipt of a letter from 
Mrs. A. L. Day, president of the com- 
pany, advising them that all types of 
baby shoes, soft, intermediates and hard 
soles, from size 0 to 4 inclusive and all 
sizes of house slippers have been placed 
on the unrationed list by the Office of 
Price Administration. 

Enclosed was another letter, dated 
February 9, which Mrs. Day had pre- 
pared to send to the trade, intended to 
enlist the help not only of merchants 
but the public, as well, in the attempt 
she was making at that time and in 
the interest of foot health, to bring 
about a modification of the rationing 
regulation as it applied originally to 
infants’ shoes. She suggested to mer- 
chants that the substance of the letter 
be shown to all salespeople and that the 
salespeople, in turn, explain it to cus- 
tomers. Customers were to be advised, 
furthermore, she said in the letter, to 
apply to their local rationing boards 
for adjustments which would enable 
them to get more shoes per year for 
the child with rapidly developing feet. 

To clinch her argument, Mrs. Day 
reproduced in the margin of her letter- 
head a reprint of a news article report- 
ing the proceedings of a joint meeting 
held in January by the Clinical Or- 
thopedic Society and the American 
Academy of Orthopedic Surgeons at 
which speakers asserted that the be- 
ginnings of foot deformities can be 
traced in many cases to shoes allowed 
to become too short for tiny feet, to 
shoes fitted too long. 








Footwear Awards Announced 


Boston, Mass.— Awards covering 
165,000 pairs of parachute jumpers’ 
boots; 90,000 pairs of combat service 
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boots with composition soles; 10,008 
pairs of the same type but with hob- 
riveted soles; 89,004 pairs of women’s 
field shoes; and 40,008 pairs of women’s 
4-buckle arctic overshoes have been an- 
nounced at the local Boston Quarter- 
master Depot. Miscellaneous items 
other than these include 420,048 buckles 
for use on combat service boots and 
2,400,000 water-resistant fiber heel 
bases. Footwear awards are: 

Parachute jumpers’ boots—Interna- 
tional Shoe Co., 50,000 pairs; General 
Shoe Corporation, 25,000; Brown Shoe 
Co., 35,000; R. P. Hazzard Co., 25,000; 
J. F. Corcoran Shoe Co., 15,000; and 
A. H. Weinbrenner Co., 15,000. 


shipments are received. 


AN FOR.:: 


w 


S That's what we at Gro-Cord are doing. 
Every energy is devoted to War Effort 
—so, if your shipments from shoe manu- 
facturers are a little late, maybe its be- 
cause we have been late with the “bot- 
toms" due to the great demand upon 
our production for the Army, Navy and 
Marine Corps. ye We hope you “boys 
at the fitting stools” will understand. 
Keep your customers mail file complete 


so you can let them know when delayed . 





LIMA, OHIO 


Combat boots with composition soles 
—Field & Flint Co., 10,000; George E. 
Keith Co., 10,000; J. F. McElwain Co., 
15,000; Brown Shoe Co., 10,000; Mil- 
ford Shoe Co., 8,000; Freeman Shoe 
Corporation, 12,000; and International 
Shoe Co., 25,000. 

Combat boots with hob-riveted soles 
—Freeman Shoe Corporation, 10,008. 

Women’s field shoes—The Green Shoe 
Manufacturing Co., 34,008 pairs; J. 
Edwards & Co., 18,000; Simplex Shoe 
Mfg. Co., 20,996; and Juvenile Shoe 
Corporation, 16,000. 


Women’s arctics— United States 
Rubber Co., 20,004 pairs; and Hood 
Rubber Co., 20,004, 
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Trade Volume 13 Per Cent Above Last Year 


LaSalle Map of Business Conditions. 
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This map, showing business conditions all over the country, was prepared and sup- 


plied by the Business Bulletin Divisio 


CHICAGO, ILL.—The trend in trade 
and industrial activity continues up- 
ward at almost the same rate of in- 
crease as has prevailed for many 
months, according to information re- 
leased by the Business Bulletin Divi- 
sion of La Salle Extension University, 
here. During recent weeks the general 
average has been maintained at about 
13 per cent higher than it was a year 
ago, when the trend was also steadily 
upward. Present ind cations point to- 
ward further expansion for several 
months at least, although the increase 
in business volume may be at a some- 
what slower pace. 

The variations among different parts 
of the country are sim‘lar to those 
which were significant during the last 
part of 1942. Activity is still h'ghest 
along both coasts and throughout much 
of the South. It is not expanding so 
rapidly in these sections, however, as it 
is in the central regions, where busi- 
ness has been speeding up faster than 
the general’ average. 

One region in which the lagging be- 
hind has been most noticeable is the 
northeastern part of the country. 
Throughout the New England states 
labor shortages have affected many con- 
sumer goods lines and farming, espe- 
cially dairying. Outside of New York 
City, conditions in the Middle Atlantic 
states are similar to those in New En- 
gland. In some communities where the 


n of La Salle Extension University. 


supply of labor is fairly 
shortages of materials and limitations 
on civilian production tend to hold down 


business activity. In nearly every 
place, however, business is ahead of 
last year. 


In the industrial region south of the 
Great Lakes, industry is forging ahead 
due largely to the unusually large de- 
mand for steel products and for coal. 
In the South, the higher prices for cot- 
ton, winter vegetables, and citrus fruits, 
as well as purchasing in connection 
with the military training camps, help 
keep up trade and industrial activity. 
Many new war plants are also being 
established in that part of the coun- 
try and they will soon be employing 
large numbers of persons. 

Higher farm income accounts for im- 
proved business in the agricultural 
regions of the Middle West. Farmers 
have been selling the larger crops which 
they harvested last year and are re- 
ceiving much higher prices than they 
have for many years. Farmers feeding 
livestock and producing dairy products 
have raised their incomes more than 
those selling grains. In the Pacific 
Coast states shipbuilding and airplane 
manufacturing are two important in- 
dustries which are responsible for the 


excellent business conditions there. 
Spending in connection with the large 
military camps is also a significant 
factor. 





Shoe Manufacturers’ Fall 
Opening April 11 to 14 

NEw YorK—The Shoe Manufacturers’ 
Fall Opening will be held as usug] at 
the Hotel New Yorker, New York City, 
April 11, 12, 18, 14. Believing it un- 
wise to send their salesmen out from 
coast to coast with only a limited num- 
ber of shoes to sell, many shoe manu- 
facturers will take advantage of this 
opportunity to see all of their buyers 
under one roof at a minimum of time 
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and expense and at the same time give 
their buyers a true picture of the situa- 
tion for the present and Fall deliveries. 
At this show there will be a large 
number of play shoes that do not come 
under rationing, as they will have syn- 
thetic or other non-rationed soles. A 
large number of slipper manufacturers 
and allied-trades manufacturers have 
also made advance reservations. Many 
reservations from shoe buyers have al- 
ready been received. The show is the 
twelfth in New York, managed by Eu- 
gene A. Richardson of Boston, Mass. 


adequate, 


Malsin Joins Lend-Lease 


Administration 


New YorK—At a recent meeting of 
the board of directors of Lane Bryant, 
Inc., Raphael Malsin tendered his resig- 
nation as president and member of the 
board to accept a position with the 
Lend-Lease Administration. Mr. Mal- 
sin has already left for Washington to 
occupy his new post. At the same meet- 
ing, Morris Sarnoff, for years associated 
with Lane Bryant, was elected a mem- 
ber of the board of directors and vice- 
president of the company, and was 
appointed general manager of Lane 
Bryant and all its subsidiaries. 

Announcement was also made of the 
election of Theodore R. Malsin, secre- 
tary of the company, to the board of 
directors. Irving Shapiro has been elect- 
ed assistant treasurer of the corpora- 
tion, and Jack Lebowitz, until now office 
manager, has been appointed controller. 

Although only 43 years of age, 
Raphael Malsin has been president of 
Lane Bryant for more than nine years. 
He joined the company after gradua- 
tion from Yale, and his administration 
has been marked by a high style con- 
sciousness, steady increase in volume, 
and improved business operations. 
Total sales during the past year have 
approximated $25,000,000. 

Morris Sarnoff, who has now been ad- 
vanced to the management of the com- 
pany, has been associated with Lane 
Bryant since 1920. 

Shortly after he joined the company 
he became assistant to the president, 
in particular charge of real estate prob- 
lems which covered an everwidening 
field as Lane Bryant grew by adding 
stores in the leading cities of the coun- 
try. He has had a long business ex- 
perience, having started thirty years 
ago with a millinery manufacturing 
concern. He was later in the cotton 
goods business. For the past five years 
Mr. Sarnoff has been in charge of labor 
relations for Lane Bryant, and has 
worked closely with Mr. Malsin in the 
development of company policies in 
other fields under the latter’s adminis- 
tration. 


Jj. C. Tate 


SANTA Monica, CALIF.—J. C. Tate, 
69, died suddenly at the Santa Monica 
Hospital from double pneumonia. For 
the past eleven years he operated the 
leased women’s shoe department in the 
Henshey Department Store in this city. 
Previously he had been in the retail 
shoe business in the Imperial Valley for 
a period of 22 years. He was an ac- 
tive member of the Lions Ciub having 
served in executive capacities. Surviv- 
ing are his widow, Vera H. Tate and a 
daughter Mrs. Anna Ruth Henderson. 
The business will be continued by L. B. 
Hackleman, who for the past several 
years has been in partnership with Mr. 
Tate. 
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Ad Features Bonmty, Comfort 











Gice to the Red Cross War Fund | 





“Bach Up a Fighting Man”... 


Lit Brothers, Philadelphia, published this interesting ad- 
vertisement in The Evening Bulletin of that city March 3, 
featuring a variety of attractive styles in kidskin. The 
copy said: “When you consider new Spring shoes, con- 
sider the sleek beauty of kidskin! This Spring, when 
duration quality and morale-building good looks are im- 
portant, kidskin will play an essential part in your foot- 
wear wardrobe!" Among the good reasons for choosing 
kidskin shoes, the advertisement cited ease on the foot, 
no “breaking in", softness and elimination of foot ills, 
absence of burning, and foot flattering appearance. 





Washington Newsreel 
[CONTINUED FROM PAGE 19] 


American tanneries, it forms the necessary solution base 
for treating animal hide. 

“Evening sandals are virtually eliminated, but the 
more formal type of street shoes, which will still be 
made, can meet dress-up requirements. On the coupon 
basis, every woman should be able to own one pair of 
not-so-rugged pumps. Although the extremely high 
heel, requiring steel for the supporting shank, is pro- 
hibited, a slim, dainty heel of considerable height is 
still available. 

“Some types of lounge and play shoes enjoy certain 
exemptions from simplification rules, even from ration- 
ing. A soft sole house slipper, using little leather or 
tubber, may be made in any color and, like overshoes 
and infants’ shoes, may be purchased without a coupon. 
Hard sole house slippers, for men and women, are 
unrationed if the sole leather meets specified light- 
weight designations. Colors, however, must be within 
the “four-only” regulation. 
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A Story of Success 
and of Profits For You 





MR. JAMES H. SEWELL 
President & General Moar. 
Burus Cuboid Co., ln 


About seven years ago Cu- 
boid Foot Balancers began 
distribution in the May Com- 
pany, Los Angeles. They are 
still popular money makers in 
this same department, as well 
as in over 100 other shoe and 
department stores. 


What Are 
Cuboids ? 


Not mere arch supports . . . 
but modern scientific foot and 
body balancers that aid cir- 
culation, tone flabby muscles, 
assist in achieving correct pos- 
ture, and give foot relief and 
comfort to thousands of foot 
sufferers. Worn extensively by 
military and defense person- 
nel. 


Rationing 
helps sale 


of Cuboids 


Last week was the biggest 
week in the history of Cuboid 
sales. The past three weeks 
have been the three largest 
consecutive weeks we have 
ever had. WHY? Because 
shoe buyers who want profits 
and salesmen who want addi- 
tional income are using Cu- 
boids to take the place of 
“Doubles” since shoe rationing. 


BURNS CUBOIDCO., Inc. 
P. ©. Box 1743 
SANTA ANA @ 


CALIF. 


Culoid 


Foot Balancers 
Are nationally distribut 
ed in these and dozens 
of other fine outstanding 
stores 
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To Study 
Footwear Movement 


New YorK—The Office of Price Ad- 
ministration is preparing to study the 
weekly movement of footwear in twelve 
sections of the country, to provide a 
basis for further amendments to the 
rationing order. Six to eight experi- 
enced and capable shoe retailers will 
cover all phases of business in their 
areas and will report to OPA. 

The reports will include: items not 
selling on a seasonal level; breakdown 
of various price range sales; condition 
of stocks in various pwice brackets; 
items upon which customers resist re- 
linquishing stamps. 

These reports will be analyzed so that 
an over-all picture of conditions in the 
country may be obtained. A committee 
representing the shoe industry will go 
over the compilations and make sug- 
gestions to OPA. Leaders of the in- 
dustry feeling that this is the best ap- 
proach to the problem, are giving the 
plan full support. 

Regional relief may be given in some 
sections where hardships are found, but 
the plan is designed primarily to guide 
OPA in amendments to the order. 
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U. S. Rubber 
Declares Dividend 
NEw YorK — Directors of United 


States Rubber Company recently de- 
clared a dividend of $2 a share on the 
8 per cent non-cumulative first pre- 
ferred stock, from net earnings of the 
company during the year 1942, to be 
paid on June 25 to stockholders of 
record on June 11. The last previous 
dividend declared was $2 per share pay- 
able March 26, 1943. This completes 
the full dividend of 8 per cent on the 
preferred stock from net earnings of 
the company during the year 1942. 

Directors also declared a dividend of 
25 cents a share on the common stock, 
from earned surplus of the company as 
of December 31, 1942, payable June 28 
to stockholders of record on June 14. 
The last previous dividend on the com- 
mon stock was $1.50, paid December 22, 
1941. A total of $2.00 was paid on the 
common stock in 1941. 





Army Buys Miscellaneous 
Shoe Items 


Boston, Mass. — Shoes, lasts, rubber 
heels and upper leather are included 
among the items listed in miscellaneous 
awards announced recently at the Bos- 
ton Quartermaster Depot. 

Footwear items are 525 pairs of 
steel-toe safety shoes to be made by the 
J. F. McElwain Co.; 1,398 pairs of 
women’s low service shoes to be made 
by the George E. Keith Co.; 136 pairs 
of women’s field shoes to be made by 
The Green Shoe Manufacturing Co.; 
8,856 pairs of service shoes with com- 


position soles to be made by the Inter. 
national Shoe Co., at its factory jp 
Claremont, N. H.; 357 pairs of service 
shoes, Type II, to be made by the 
Weyenberg Shoe Manufacturing Co,; 
2,400,000 pairs of wood-cored rubber 
heels; 1,818 pairs of Munson lasts to 
be made by the United Last Co. and 
Arnold Bros. & Co.; and 200,000 square 
feet of upper leather to be furnished 
by the Northwestern Leather Co. Trust, 

Other items include orthopedic rub- 
ber heels, wedge heels of rubber, leather 
outsoles, felt insoles, foot measuring 
devices, sheepskin heel pads and heavy 
leather welt, in addition to other manv- 
facturers’ findings and equipment. 

In a move apparently designed to 
conserve rubber cement, specifications 
have been changed for both the No. 1 
and No. 2 types of service shoe. Manv- 
facturers are directed now to use rub- 
ber cement only when necessary. Previ- 
ously this cement had been specified for 
all operations requiring the use of an 
adhesive with the exception of the lay. 
ing of the rubber tap on the outersole, 





To Manage Pliner Store 


PHILADELPHIA — Matthew Raman, 
formerly in charge of the orthopedic 
department of T. S. Doyle, in New 
York, and Posturbuilder, in South 
Orange, N. J., has been honorably dis- 
charged from the Signal Corps, U. S§. 
Army, because of age limit. Mr. Ramm 
volunteered last September for Radio 


Communications Service. Back in the 
shoe business, Mr. Ramm will take 
charge of one of the Pliner’s Shoe 


Stores, in North Philadelphia, specializ- 
ing in juvenile and corrective footwear. 





Shoe Department Caters to Army Officers 





Grand Rapids, Mich.—Herpolsheimer's has long been known for its outstanding 


men's shoe department. 


For 31 years M. W. Davidson has served as its buyer. 


When the Army Air Forces Technical Training School opened in Grand Rapids. 
taking over both the Pantlind and Rowe Hotels, Herpolsheimer's store was op 
pointed one of the two official outfitters for Army officers. Herpolsheimer's imme- 
diately enlarged their men's shoe department to meet the needs of the Army off- 
cers. As the officer steps from the elevator, he is in the department set up to meet 
his uniform needs. From this section he continues into the shoe department built is 
circular fashion with woodwork in dark knotty pine and chairs upholstered in blue- 
green leather. 
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Chain Store Firms 


Form Organization 

BosroN—More than twenty popular 
price retail shoe firms operating in the 
chain store field last week formed an 
cerganization under the name of the 
Popular Price Shoe Association for the 
purpose of co-operating in the solution 
of problems affecting the popular price 
shoe trade, especially those arising in 
connection with rationing and other re- 
cent government regulations. 

Plans call for the early incorporation 
of the new association and the employ- 
ment of an executive secretary who will 
devote his full time to the work. The 
following officers and directors have 
been elected: President, Edward P. 
Brown; vice-president, John Irving, 
Shoe Corp.; vice-president, Milton 
Simon, president Simco Shoe Stores; 
secretary and treasurer, Alfred L. 
Morse, president Morse Shoe Stores. 

Directors: Benjamin Keltner, presi- 
dent Kitty Kelly Shoes; Louis Fried, 
president, National Shoe Stores’; Aaron 
Weiss, president, Triangle and Park- 
lane Shoe Stores; Charles O. Anderson, 
vice-president, G. R. Kinney & Co.; 
Abram L. Spector, treasurer, Dial Shoe 
Stores. 


Howard J. Enquist, Jr., 
An Ensign 


Cuicaco — Howard J. Enquist, Jr., 
who with his father of Howard J. En- 
quist Co. has sold slippers and sport 
shoes in the Chicago area for a number 
of years, is now an ensign in the United 
States Naval Reserve Coast Defense. 
At present he is at Fargo Tech in 
South Boston, Mass. Young Enquist 
already has considerable background in 
sailing and navigation gained during 
the Summers he spent since childhood 
at White Lake, Michigan. His territory 
in Illinois, Michigan, Wisconsin, and 
Minnesota is being taken care of by 
his father. 


Discuss Rationing on Radio 


SEATTLE, WASH.— Baxter’s Fifth 
Avenue, Seattle and Tacoma started a 
morning quarter hour radio program 
recently over Station KIRO, Seattle. 

In attempting to foresee the future, 
F. E. Winans, owner and general man- 
ager of Baxter’s, suggested the theme 
of rationing. From this idea the pro- 
gram, “Ann Baxter,” developed into 
the translation of new rationing orders 
as well as advice on ways to conserve 
commodities and apparel. The program 
features frequent interviews with local 
and state OPA administrators for fur- 
ther and detailed explanations of ra- 
tioning orders. (The script for broad- 
cast of Feb. 8th was quickly re-written 
overnight to conform with the new shoe 
rationing program.) 

Ann Baxter, in real life Charlotte 
Musgrave, doubles this program with 
afashion and menu afternoon program, 
“Housewives, Inc.,” also sponsored by 
Baxter’s. 
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TRIMFOOT 
210 


today's “heavy duty 


Housewives and families of Seattle, 
Tacoma and the Pacific Northwest are 
now relying on “Ann Baxter” to keep 
them informed. on the latest develop- 
ments of rationing, as well as shoe 
styles, trends, care, and most impor- 
tant now, shoe rationing procedure. 

Customer reaction from both pro- 
grams is excellent. High listener rat- 
ings are accorded both programs by na- 
tional rating bureaus. 


Displays Footwear Collection 


RocHESTER, N. Y.—William Pidgeon, 
who has a collection of footwear from 


OUR STORE is a vital link in America’s wartime 


transportation system. Today millions are using less 


Builders mean extra volume now 


toughness without sacrificing lightness and flexibility 
$9.00 per doz. Retail $1.50 per pr 

















gasoline; more sole leather. On the job and off, they're 
depending more and more on their own two feet. . 


and many are finding their feet are not equal to the task. 


You can render your corner of the nation a genuine service, 
and protect the future of your business at the same time, 


by helping them walk and work in comfort 


Trimfoot Metatarsal Insoles and Wizard Ajustable Arch 


goodwill later on 


Better still, the patented Wizard system of adjustability 
makes complete foot relief service possible on a surpris- 
ingly small investment. Our catalog gives full information 


Trimfoot Company, Trimfoot Terrace, 


TRIMFOOT 


WIZARD 


New Trimfoot 210, shown here, has been especially designed for 


needs. Sturdy leather tops and linings give it 


Your cost 


Send for sample on memo billing 


all over the world—one of the finest 
private collections in the United States 
—exhibited it at a meeting of the Roch- 
ester Rotary Club in Powers Hotel re- 
cently. He displayed shoes from China, 
Russia, Persia, Africa, Egypt, Arabia 
and India, and explained the origin of 
of each variety. 

Two years ago Mr. Pidgeon had a 
similar display and talk at the Rotary 
Club meeting and letters came from all 
over the country concerning it, with 
many invitations for a repeat «perform- 
ance. 
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St. Louis Jobs 


EA 6 ee EP 


SELL US 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 





| 
ANY QUANTITY—WRITE | 


OR WIRE.. -We can give as reference 


any of the 15 leading St. Louis factories. 


M. K. WEIL SHOE CO. 


1326 Washington Ave., St. Louis, Mo. 
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Women's Shoes 
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High Heels 

K 3454 Blaek Pateat 
Leather Plain Vamp 
K 3452 Black Patent 


Girdle 


leather Perforated 
mp Vamp 
M 3424 Blue Smooth 


Leather Perforated 


IPPING Vamp 
a T 3422 Tan Smooth 


Leather Perforated 
Vamp 
W 3452 White 


Smooth Leather Per- 
forated Vamp 


Cuban Heels 

K 3459 Black Pat- 
ent Leather Perfo- 
rated Vamp 

T 3425 Tan Smooth 
Leather Perforated 





Vamp 
W 3459 White | 
Smooth Leather Per- | 
forated Vamp 

$2.00 Less 5% 30 days 


Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 
311 W. MONROE STREET 
CHICAGO, ILL. 








Celebrate 50th Year 


TERRE HAUTE, IND.—Hornung’s Shoe 
Store celebrated their fiftieth anniver- 
sary here recently. Hornung’s is the 
oldest retail store in Terre Haute which 
has operated continuously for 50 years 
under the same ownership. 

In commemoration of the occasion, 
the store ran a double-page spread in 
the local papers and a gold window 
trim with blow-up pictures of Otto C. 
Hornung and his son, Rahe, who has 
been connected with his father in the 
business for the past 15 years. 

Rahe Hornung is now serving as a 
first lieutenant in the Air Corps and 
is stationed in Biloxi, Miss. 
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Maher Joins Advertising 
Agency 





Chicago—Martin Maher, who has been 
advertising director of the Florsheim 
Shoe Co., Chicago, for the past three 
years, joined the staff of the Grant Ad- 
vertising Agency. Mr. Maher will be 
located in Chicago. He has by his work 
and the fine background of Florsheim, 
won for himself a top piace in the ad- 
vertising world. 

Prior to heading the Florsheim adver- 
tising activity, he served as assistant 
advertising manager for five years, dur- 
ing which time he gained widespread at- 
tention through his copy writing ability. 
Previous to that he had become well 
grounded in all the related subjects of 
merchandising while serving as assistant 
advertising manager of Mandel Bros. De- 
partment Store. In the advertising field 
Mr. Maher will find larger play for his 
ability already well known to his friends 
in the shoe industry. 





Honor Joseph McCarthy 


CHELSEA, Mass. — E. Joseph Mc- 
Carthy, president and general manager 
of A. G. Walton Company, was hon- 
ored by friends and business associates 
recently in Boston. About 75 guests, 
including officers, directors and execu- 
tives of the firm, as well as friends of 
the company and of Mr. McCarthy at- 
tended. 

The occasion was the 25th anniver- 
sary of Mr. McCarthy’s affiliation with 
the company. He joined the firm as 
stock room boy when he left school. 
Since then he has risen to president 
and general manager of the firm, and 
the company itself became the largest 
manufacturer of shoes in Massachu- 
setts. 

Mr. McCarthy was presented with a 
silver cigar box from the firm and a 
wrist watch by the employees. At the 
same time a tribute was given Miss 
Alice Donovan, who has been associated 
with the Walton company since 1899. 





Addenda to ““Work Sheet 
for Future Styling” 


A War Production Board ruling has 
released front strap sandals. These will 
now be permitted. They can now be 
added to our list headed: “Cheer Up! 





HAS BEEN 
ADDED 
TO THE 





This modern, luxurious hotel has 
added the ONE thing that could 
make your stay more enjoyable... 
A RADIO IN EVERY ROOM. 
It has always had a superb loca- 
tion. Its service—just what you 
would expect in a “Great Hotel.” 
Its rates have always been reason- 
able. Truly The McAlpin now 
“thas everything.” 


1 Block From Penn Station 
B. & O. Motor Coaches stop at our door 
Rooms with private bath and radio 
Single from *3.30 
Double from *4.95 
BROADWAY AT 34th ST., 


Under KNOTT Management 
JOHN J. WOELFLE, Manager 











We'll Still Have These.” Other styles 
which we did not list in this column 
because we felt that they could be taken 
for granted are: for children: Straight 
tips, short shield tips, medallion tips 
on straight tips in bluchers and bals, 
and U-throats. Also front as well as 
one-straps. For boys: Diamond, straight 
and short shield tips. 


Trade Members Active in 


Red Cross Drive 


Boston, MAss.—Prominent members 
of the shoe, leather and allied indus- 
tries are active in the annual Red Cross 
Drive which started March 1 and con- 
tinues for one month. Industry chair- 
man this year is former Governor 
Frank G. Allen of Winslow Bros. & 
Smith Co., and associated with him, as 
vice-chairman, is George E. Harding of 
Howes Bros. Co. 

These two are being assisted by the 
following, representing the various di- 
visions of the trade: Sole Leather, M. P. 
Pearson, Armour Leather Co., and Saul 
Nectow, England Walton Co. Cut Sole, 
Daniel E. Watson, Watson Cut Sole Co. 
Upper Leather, Carl F. Danner, Amer- 
ican Hide & Leather Co. Goat Leather, 
Louis F. Hamel, L. H. Hamel Leather 
Co. Shoe, Albert C. Blunt, Jr., J. F. 
McElwain Co. Hide and Allied, Robert 
Wallis, Howes Bros. Co. 
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g|For Your PATRIOTIC TRIMS 
Y rH red, white and blue colors in cards and - WF i] . m4 
matching price tickets. § elliaire x 
ps) ys THE FOOT SLENDERIZING SHOE 
Q} EASTER CARDS : COMFORTABLES 
| and Spring circular 
i | of price tickets sent 
| on request. : 
NPRECEDENTED demands upon 
roel Display Card our stock department since rationing 
in 8” x 14” has temporarily compelled us to 
® cease acceptance of new orders from 
“ Harmonizing Bellaire Dealers until April 1, 1943 . . . to 
tt Price Tickets enable us to rebuild base stocks and re- 
= 15” x 21/4” sume our in-stock service. Meanwhile, 
< 6 Doz—$1.25 orders on hand are being filled as rapidly 
ont 12 Doz.—$2.25 as possible. 
- 
Q ‘ Because Be..aire SHoes in all styles are 
M. : tt ee, basic types, snug-fitting, with cushion com- 
sid i OC fort features; and because they are helping 
an - Any cclestion of today’s women “Keep Their Feet”, lead- 
21” m4 check with Order fh ing stores everywhere continue to feature 
2 ease; Beviaires, at $5 to $6. 
on- If C.O.D. P. | . 
me "| ferred, Add 12¢ & ; 
ow A If Sosciat Baiioery. We shall continue to exert every effort 
c . ° . . 
without stint in serving Bellaire Dealers 
DISPLAY CARDS: 75c¢ Each; 3 for $1.65 and hope our in-stock service will be func- 
loor List of four texts to select from will be sent on request tioning again shortly. 
“ K+ Three Blank cards with design illustrated 90c 
[f] | Detailed Information on Monthly Service at Your Request | 
t,| | 2}BOOT AND SHOE RECORDER 
29 SOUTH STATE STREET * CHICAGO. ILLINOIS 
—_ Organize Kentuckiana FRIEND MERCHANT ee ae two sons 
‘ j de ; 
=? “For ten years the Recorder has been sate 
iaken | Shoe Dealers’ Group a 
aight my greatest teacher," writes a salesman 
& LOUISVILLE, Ky.—Retail shoe dealers in a Vermont shoe store. Request Change in 
| of Kentucky and Southern Indiana met See to it that your salespeople read gape 
By. at the Kentucky Hotel recently to con- / for they will then be able to do a Rationing Dates 
aight fer upon price regulations and ration- lo for —_ BurFALo, N. Y.—The Greater Buffalo 
. ing, organized themselves as The Ken- “ Shoe Retailers’ Association opened their 
— ee oe = St. Louis Firms new Reg on meng at Hotel Lafayette 
invited an official to answer a ar to the largest attended meeting ever 
their questions at their next meeting. Declare Dividends held by the local association. A resolu- 
The retailers have not heretofore been St. Louis, Mo.— International Shoe tion was passed asking the Office of 
so closely in contact with each other as Company declared the usual quarterly Price Administration for an adjust- 
diame we — ag ore - of 45 cents payable April 1 of record ™ent of dates for the shoe ration 
i a cers ve - L & wt dl March 15. Johnson-Stephens & Shinkle Stamps. — 
ed stein, president; 1. EK. ayes, VICe- Shoe Company declared 20 cents on the Declaring that most of the Summer 
en president; Sam Cohen, treasurer; Cur- ¢ommon”* stock, payable April 1 of Shoe business is carried on before June 
Nar tis Whitman, secretary. Directors are yeeord March 20, making 40 cents so 15, the date when the next War Ra- 
ce John Gavin, Irving Feldbaum, Macey fay this fiscal year. tion Book Shoe Stamp will be made 
~e Hymson, Sam Kahn, Herbert Friedman, available to purchasers, the association 
an and Mike Renco. Hix Smith said its members would be put to an 
_ of ; ; added hardship and would be left with 
DALLAS, cere — mm Record- un-balanced inventories if the date re- 
| , : er correspondent in Dallas for many mains June 15. 
: yt Women Marines Will Buy years, died recently of a heart attack. The dates suggested are January 1, 
. p Shoes in Stores Mr. Smith Spent most of his life in May 1 and September 1. If the change 
Saul - : Dallas and in nearby North Texas. He of stamp were to take place on May 1, 
ae EW YorK—The newly organized wo- had been a resident of Dallas for the there would not be the psychological 
= —y yen . og U. “ —— Corps last 30 years and for many years had handicap by which persons might decide 
oa f allowed to buy their shoes with been a trade journal writer. the warm season well under way and 
: ewer restrictions than any other of the The shoe fraternity in the Southwest the thing to do was to buy cold weather 
a Women’s services, according to Navy feel that it has lost a true friend in shoes. 
t 4 Headquarters. This is because of shoe Mr. Smith, since he was always in- The speakers were: John A. Lynch 
te rationing limitations on purchases, they terested in all the shoe men as well as and Theodore A. Burd of the legal de- 
rd » — type on a heel not over in the Southwestern Shoe Travelers’ partment of OPA and Joseph B. Gil- 
S specified. Association. lespie of the shoe section. 
d 
raer March 13, 1943 45 




















OFFICIAL 
Foot Health 
Week 


POSTER 


SIZE 17 x 22 
IN PATRIOTIC COLORS 





Industry is giving more attention 
to foot care education than ever. 


Podiatrists have started a cam- 
paign that promises to become 
nation-wide. It’s important for 
YOU to dramatize your store as a 
source of good shoes, correctly 
fitted, if it is so qualified. 


* 


Tie up with the great nation-wide 
promotion of 


NATIONAL 
FOOT HEALTH WEEK 


April 26 through May | 


Use these patriotic official posters in 
your windows and in your store. 


5 Posters 2.50 30 Posters 7.25 
10 Posters 3.75 50 Posters 11.00 
20 Posters 5.25 100 Posters 21.00 


Mail your order NOW 


—enclosing check to 


Boot and Shoe Recorder 
100 E. 42 St., New York, N. Y. 


Attention: R. E. Andruss 














Open Branch Foot Clinic 


SEATTLE, WASH. — Established as a 
branch of the Los Angeles Clinic is the 
Dr. Hiss shoe department and foot clinic 
created on the balcony of Rhodes De- 
partment store here, where an ortho- 
pedic surgeon from the Dr. Hiss Clinic 
in Los Angeles has been placed on duty 
for daily consultation, of men and 
women. A large stock of shoes has 
been installed in the new department. 





Play Shoes in Great Demand 


RICHMOND, VA.—Richmonders won’t 
go barefoot this Summer if the play 
shoe purchasing following release from 
rationing was any indication. The con- 
fusing point for the shoe store man- 
agers was just what is a play shoe. The 
difference between calfskin and pigskin 
caused many a question. The most 
popular play shoes, however, came for 
the most part in fabrics that are ration- 
ed. The big seller was the huarache. 

Imitation leather shoes were also 
good sellers, with platforms and low 
heels. Purchasers didn’t seem as fussy, 
clerks remarked, and were willing to 
buy almost anything the clerk brought 
out. One of the better shoe stores had 





Store Features 
Unrationed Types 





Z n America @ 
Pd eu 


The Non-Rationed 
Dress Shoe 








* BL Ack BROWN! 

@ NAVY BLUE AQUA 
© BLACK @ PINK) 

* MACK « YELLOW 

* NAVY & WHITE 

* WHEAT & TURF TAN 
* POWDER BLUE 

* DUSTY PINK 
* ALL WHITE 


(natabste) } : y 7 


$g°° 


Hamilton, Schoen & Walsh, noted St. Leute 
maker of our SANDRA-DEBS is first again! 
fiom mo pemsent the seman g 
plas heed tasbwon at $695 tnd origina! creators of the belowed Bump Toe! 
Aad now Garlands u fire a Amencs to present you with thew emcting NON- 
RATIONED SHOE which answers our Governments call for footer made 
emtirety without leather! An enchanting open back, open toe Linen Sanda! that 
you can wane everywhere—with your dresmy prints or black and mary... and ie 
Sich your tailored and mere comand 


* 
They were firm 10 present Plastic shows at $6 99 


the smart splot combeasnons you (an wen 
town clothes Seurd:!y conseructed—for al) of ute tmgpie flatery—et will ourwenr 


your fondew expecta pons 


on pylatt’ 


Sixth Street sear L 











St. Louis, Mo.—Garland's was among the 
first to present to customers a line of un- 
rationed shoes, as seen in the ad above. 
Copy read, "Garland's is first in Amer- 
ica to present you with their exciting 
NON-RATIONED SHOE which answers 
our Government's call for footwear made 
entirely without leather! An enchanting 
open-back, open-toe Linen Sandal that 
you can wear everywhere—with your 
dressy prints or black and navy ... and 
in the smart color combinations you can 
weor it with your tailored and more 
casual town clothes." 


two types of shoes; a patent shoe with 
a non-leather platform sole, and a 
fabric, artificial leather combination 
shoe with a platform sole. 

In the cheaper bracket there was 
great variety of shoes as well as colors, 
including green, red and blue. Al! these 
were imitation leather, platform sole 
and strap heel. Cheaper grade patent 
leathers also were included in this 
group. 


Britain to Impose 
Ceilings on Footwear 


MONTREAL — A move to fix ceiling 
prices for all footwear in the United 
Kingdom has been made by the British 
Board of Trade. The annual report of 
the Northampton Boot Manufacturers’ 
Association, said the Board, proposed to 
apply to footwear an order similar to 
the General Apparel and Clothes Maxi- 
mum Prices Order. 

The move, states the report, is in ac- 
cordance with the board’s policy of 
bringing all consumer goods under price 
control measures. 


Named to Priorities 
Division, WPB 

SEATTLE, WASH.—One of the leading 
shoemen of Seattle, Taylor M. Greene, 
was named recently to be district man- 
ager of the priorities division of the 
War Production Board. He is chair- 
man of the board of the Currin Greene 
Shoe Manufacturing Co. of this city, 
and a veteran in its shoe circles. Be- 
sides his prominence in the shoe field, 
he also heads an investment and finan- 
cial firm of his own in this city. 

As district manager of the priorities 
division of the WPB, it will be his duty 
to control the flow of all critical war 
materials to Seattle shipyard, airplane 
factories and other war _ industries. 
Formerly he served as a _ priorities 
analyst for the WPB, and in his new 
position heads a staff of forty persons 
which includes sixteen priorities ana- 
lysts. He is a graduate in mechanical 
engineering of the University of Wash- 
ington. 


Rationing Director at 
Shoe Men’s Meeting 


DETROIT, MicH.—The Michigan Shoe 
Travelers’ Club had Edward T. Broad- 
well, Michigan State Director of Gas- 
oline Rationing, as the _ principal 
speaker at their regular monthly meet- 
ing, with a detailed talk upon the in- 
tricacies of rationing, and the special 
problems which apply particularly to 
shoe men. Mr. Broadwell is the son of 
a former shoe man, and is a brother of 
Harold Broadwell, who is a shoe travel- 
er here, so that he has an unusual in- 
sight into the special problems of the 
industry. The meeting, which was ex- 
ceptionally well attended, was the first 
held under the presidency of S. S. 
Weiss. 
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CEILING PRICES 
(alse your selling prices) | 
for EACH STOCK NUMBER | 


on your @ 
CARTONS 

ae & ¥ 
You Thus Maintain a 
Visual and Factual 
Record for Official 
Checking Against e 
Wholesale Invoices; 


handy for filing with 
your duplicate sales 


For Posting Your | 
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> 
How to 
make customers beat 


a path to your store 


@ Plan to remodel with a new Pittco 
Store Front either now, if you can 
comply with federal regulations, or 
later, when building restrictions are 
lifted. Write us for free book and 
complete information. Pittsburgh 











slip. Plate Glass Co., 2225-3 Grant Bldg., 
x * 8 Pittsburgh, Pennsylvania. 
~ 50c per Gross 
$2.50 per 1000 
$6.75 per 3000 | 
Ceiling 
: 11.25 per 5000 
ae - $ - | 
Check with Order | 
Our Unless C.O.D. Preferred 
Price * * * 
MERCHANTS SERVICE DEPT. PITTSBURGH PLATE GLASS COMPANY 
° 209 S. State Street 
Aetual Size after 1” Tep . e =) “4 2 ° 
yee) oa. oe Chicago, Ill. PITTSBURGH  slancs foe Lally ¢iass and bint 
Wolverine Shares $122,000 In the near future, the company will Summer despite rationing and a more 
. ’ start operating on a 48-hour week, be- somber tone engendered in some war- 
With Employees cause of the great number of men that time circles. Based on information re- 


have already entered the forces limit- 


RocKFORD, MICH.—737 employees of ' , 
ing labor in the Rockford area. 


the Wolverine Shoe & Tanning Corp. 
will share $122,000 under the company’s 
rofit-sharing plan, according to Presi- ? 
ent Otto A. * oon This fund repre- Named Cuboids 
sents the workers’ share of the corpor- Ad Manager 
ation’s profits voted by the board of 

directors. : 

For 23 years the bonus plan has been 
in operation on a year-to-year basis, 
but the board of directors has voted 
distributions in only 18 of the 23 years. 
Approximately $1,225,000 has been dis- 
tributed in this manner. 

This year’s bonus was slightly smaller 
than the $144,000 shared by 809 em- 
ployees a year ago, but the decrease of the Hotel Greet- 
bw due mainly to the increase in fed- ers of America, 
eral income taxes. 

Only employees on the payroll for a E. W. ELMORE rage oe _ 
he gio te to Share in the the advertising field from the hotel and 
all or part of their bonus in capital department store angles and has also 
stock of the company. Previous years authored several outstanding books on 
have shown that about 40 per cent advertising. For several years he was 

E Director of Public Relations for the 


have taken stock. : : . 
Vice-president Victor W. Krause has — weuntatien of Les 


disclosed plans for expansion in pro- 
duction for this year following word 


from Washington that a larger supply Whi 
of raw hides will be available. The foresee Demand for aoe 





SANTA ANA, CALIF. 
*. —James H. Sewell, 

}| president Burns 

i Cuboid Co., has ap- 
pointed E. W. Elm- 
ore as advertising 
manager for Cub- 
oids. Mr. Elmore 
is past president 





plant lost five days’ production due to CINCINNATI, OHI0O—Some Cincinnati 
the delays in the arrival of hide ship- shoe manufacturers forsee a continuing 
ments. demand for white shoes this Spring and 
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ceived from several sectors of the coun- 
try, notably the Southwest and the 
Middle West, some makers held to the 
theory that “when the high colors are 
sold out, there will be demand for 
whites.” 

Their analysis is based on the fact 
that Spring and Summer prints in tex- 
tiles, manufactured long before the 
wartime rationing program was publi- 
cized, require off-setting or contrast of 
either colored or white footwear. 

A. B. Cohen, chairman of the board 
of the U. S. Shoe Corporation, revealed 
that “white shoes will probably be in 
great demand.” He got his cue from 
retailer reports in divergent sections 
of the country. 

“Passing along the information for 
what it is worth,” Mr. Cohen related, 
“there are coming to my desk letters 
from retailers reporting interest in 
whites as a mode of completing the 
Spring and Summer ensembles in wo- 
men’s wear.” 

Several other manufacturers reported 
similar observations. 





Insist upon your sales people reading 
The Recorder each week. 
The better posted they are the better 
shoe selling and fitting job they'll do for 
you. 
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POSITION WANTED 


HELP WANTED 





ETAIL SHOE SALESMAN, thorovghly 
seasoned in Corrective work; novelty shoes 
and store management, wishes to make change. 
Age 47, good health, agreeable and alert. Best 
references. Address #744, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 


He Ue 





ORTHOPEDIC SHOEMAN, 42, draft ex 
empt, wishes position as Manager or Assis- 
tant in better grade shoe store. Address $748, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





SIDE LINE SALESMAN WTD. 


ALESMAN: Side line; complete line of Rub- 

wer Footwear on commission basis tor East 
ern Maryland, Western Pennsylvania, Virginia, 
Connecticut, New York, Brooklyn and Jersey. 
REGENT DISTRIBUTORS, INC., 144 Duane 
Street, New York City. 








LINE WANTED 


ANTED: House Slipper and Rubber Foot 
wear line for Rocky Mountain area. Well 





rated volume accounts. Straight commission 
basis. Address: Box #745, Boot and Shoe 
Recorder, 209 South State Street, Chicago, Ill 


Among the Ten Percenters 


TOLEDO, O.—Employees of the Na- 
tional Shoe Co., here, were among the 
69 Toledo firms, employing fewer than 
100 men each, whose workers are aver- 
aging 10 per cent in payroll deductions 
for the purchase of war bonds and 
stamps. 


Samuel B. Meyers 


NEW PHILADELPHIA, O.—Samuel B. 
Meyers, 77, president of the Meyers 
Rosch Shoe Co., and a retail merchant 
here for 51 years, died recently after a 
long illness. Active in civic and fra- 
ternal circles, he was a 32nd degree 
Mason, a charter member of the Elks, 
and a life member of the Knights of 
Pythias. His widow, Sophia, and a son, 
Willis, Cleveland, survive. 





ATTENTION, RETAIL SHOE SALES- 
MEN: There is a wonderftu: opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to capi- 
talize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
ave. Danville, Illinois. 





ETAIL SHOE SALESMAN for high-grade 

Women’s Shoe Store in Detroit, Michigan. 
Permanent position; salary of $50.00 weekly 
guaranteed. Man 50-55 years preferred. Must 
be experienced fitter and have friendly person- 
ality. Give complete details in letter. Address 
#746, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





FOR SALE 





AMILY SHOE STORE FOR SALE 
Mostly women’s shces of good make, such as 
Rhythm Step; Peacock; Rice O'Neill, and 
Milius. Men’s Shoes made by Nunn Bush; 
Hanan; E. T. Wright Arch Preserver, and 
R. J. R. and a good grade of Children’s shoes 


$50,000 sales on $24,000 stock. Good location 


in Montana Reason for selling, to settle an 
estate. Address #747, care Boot & Sho 
Recorder, 100 East 42nd Street, New York, 
N. Y 


Promoted to Chief Inspector 


Syracuse, N. Y.—William F. Green 
who has recently been a member of the 
group of Government Shoe Inspectors 
in Endicott, New York, has been pro- 
moted to Chief Inspector at Gray 
Brothers Shoe Company, here. 


Former Shoe Man 
Home on Furlough 


Laconia, N. H.—Corp. Roger Laur- 
ent recently enjoyed a furlough from 
Fort Jackson, S. C., with relatives in 
this city, where he was formerly as- 
sistant manager of the Endicott-John- 
son Shoe Store. At one time he also 
held a similar position at the company’s 
store in Portsmouth. 





WANTED TO PURCHASE | 


WANTED: Rubber Military Boots. Wha 
have you to offer? Kindly quote prices anj 
KOLLINER’S, INC., Stillwater, 


quantities. 
Minnesota. 





WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


MAR&ct SAA | 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks ef shoes free 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phene: WOrth 2-5377 and 5378 and 5379 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N,. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOE STORES WANTED 
FOR CASH 
Men's. women’s, children’s shoes retailing 
from $5.00 and up. Short term iesses as 
sumed. Write in confidence to 
A. L. BARIS. Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 











WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such 


Walk-Over, Florsheim, Bnna-Jettick, Vital- 
ity. Arch Preserver, Queen Quality, Bos 
topians, Stetson, Red Cross, Nunn-Bush, Bte. 


IRVIN RUBIN 
“The House ef Jebds”’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York Oity 














cr 





CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
cr Advertisements for this page must be in our New York Office on Friday of the week preceding publication ™ 
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Follow-Up on Shoe 
Forum Discussion 


[CONTINUED FROM PAGE 32] 


basis of the 25 per cent reduction in 
the manufacture of slippers — all of 
Jast year’s production or the produc- 
tion of the last six months? 

MR. CONNETT: Production of the 
Jast six months; that is, the produc- 
tion that is permitted for six months 
from March 1, is 75 per cent of the 
production of the last six months of 
42. 

PRESIDENT VOLK: Mr. Connett, 
Mr. Stephenson, and any of the other 
people here, if you would like to make 
any further comments, we would be 
very happy to hear from you. 

MR. CONNETT: I really have not 


any further comment but to congra- 














Attractive Tulip Design, deep 
orchid and green on shell 
rose card; text in purple. 


Size 8” x 14” 
Six Easter Texts 


to select from— 
Sent on request. 


75¢ each; 3 for $1.65 
or without text 


3 for 90¢ 
Limited Quantity—Order Early. 


TALKING WINDOWS PAY THE RENT 








tulate you on the ability you have to 
ask questions. You asked us questions 
better sometimes than we could an- 
swer them. 

If you think of any others—and the 
one that we have not answered—send 
them to Washington, and we shall be 
glad to do what we can with them. 

I thank you. 

MR. STEPHENSON: I should like 
to thank everybody here for the at- 
titude shown, not only at this meeting 
but all through the early trials and 
tribulations of this ration order. We 
realize that there are a great many 
things that are still a bit foggy. Some 
of them are just as foggy to us as 
they are to you. We are trying to 
clarify them as rapidly as we can. 

We thank you for your help and we 
appreciate the opportunity to be here 
and talk with you in this way today. 
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It has been very helpful to me to know 
that somebody else besides the Office 
of Price Administration gets a lot of 
questions thrown at them. We have 
enjoyed hearing some of these other 
people work with these problems. 

l am mighty glad to have been here 
and to have had this chance to talk to 
you. 

PRESIDENT VOLK: I want to say 
in closing this meeting that I am sure 
you will agree with me that you want 
to express your thanks for the pa- 
lience, care and interest that these 
gentletnen have shown in coming 
down, so many of them, and helping 
us out on this so that we can help 
them do their job. If you feel that 


way about it, make it known. 

[ The assembly arose and applauded, 
and the meeting adjourned at four- 
fifteen o'clock. | 






































PRICE TICKETS 


Same design and colors with 
black imprinted prices. 
Size 144” x 244” 
6 Doz.—$1.25 
12 “* — 2.25 


with store name 
imprinted 
144 Tickets—$3.85 
288 “ — 6.20 


Check with order please, 
unless C.0.D. preferred, 


Circular showing samples of 
EASTER and Patriotic card and 


texts, also tickets sent on request. 
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° Price Tickets | | 
COLORFUL AND EF ° Any Selection | Or If Blank | Display | Modernistic | 6 Month | 12 Month Or If 
FECTIVE SHOW CARD SERVICE | From 150 pe Coste J ard Contract Contract Wahout 
toc eferre “x14” olders Service ervice ard 
AND PRICE TIC KET Imprinted Members | Members | Holders 
SERVICE ... New and wees a8 | | 
seasonal display cards No.1 _| __(12 doz.) __| (in § Sheets) 12 | 6 | $9.25 | $6.20 | $5.25 
sant ; 96 126 
and harmonizing price No2 | (8doz.) |(in@Sheets)| 8 4 6.12 4.50 | 3.85 
tickets every month with = 72 aC 
informative messages on No.3 | __(6 dos.) __| (in 4 Sheet) | 6 | 2 4.60 3.70 | 3.35 
. 48 63 
style notes, value, quality, No.4 | (4dos.) _|(in3Sbeets)| 4 | 2 3.35 | 2.95 | 2.60 
; % ; Additional Limit: (2) 
service, etc. Exclusive eee a = | 
franchise basis. WRITE Price Tickets |service Member Per 100 
12 (1 doz.) 2 
for samples and further Secuteet 72 (6 dos.) 1:25 | 50-75 Gr. Less 5% 
information. Price Tickets | 144 (12 doz.) 2:25 | 75-100 Gr. Less 10% 
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Dates to Remember 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 
March 29, 30, 1943 
Buffalo Shoe Show, Hotel Statler, 
Buffalo, N. Y. April 4, 5, 1943 
Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York 
City. April 11, 12, 13, 14, 1943 





Appointed Assistant 
General Manager 
[CONTINUED FROM PAGE 37] 


The following year, he received an 
important promotion when he was sent 
to Williamsport, Pa. as assistant super- 
intendent of another plant of the rub- 
ber company. Later he went back to 
Naugatuck as assistant superintendent, 
and in three years he was advanced to 
production superintendent. Another 
promotion came when he was appointed 
factory manager of the rubber com- 
pany’s Williamsport plant. 

In November, 1928 Mr. Norton re- 
turned to Naugatuck as factory man- 
ager. During the difficult depression 
years that followed, the Naugatuck 
plant, under his leadership, maintained 
a steady level of employment through 
changing conditions. In August, 1941 
he was made production manager of all 
the footwear division plants. 


J. P. Harshey 


Houston, Tex.—J. P. Harshey, for 
15 years employed by Krupp & Tuffly, 
died recently at his home in Houston. He 
is survived by his widow; a daughter, 
Mrs. J. D. McCulley; a son, William H. 
Harshey, of the United States Navy, 
Corpus Christi; mother, Mrs. Margaret 
Harshey of Houston; a brother, William 
H. Harshey of Erie, Pa. Burial was in 
Forest Park cemetery. 


Canadian Production 
Up 6 Per Cent 


MONTREAL, CANADA — Production of 
leather footwear in January was 2,612,- 
258 pairs compared with 2,463,947 in 
the corresponding month last year, a 
gain of six per cent, the Dominion Bu- 
reau of Statistics reported recently. 

Footwear for women accounted for 
45.9 per cent of the total, misses and 
children 11.7 per cent, men 32.9 per 
cent, babies and infants 5.7 per cent, 
and boys and youths 3.8 per cent. 


Joins B. H. Luers Store 


SPRINGFIELD, ILL.—Ray Forgarty, as- 
sociated with his father in the Forgarty 
Shoe Company for the past twenty-six 
years, is now located with B. H. Luers 
Sons of this city. The Forgarty Com- 
pany ceased business last year. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 

BURNS CUBOID CO., INC., Santa Ana, Cal. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
COLE, ROOD & HAAN CO., Chicago, Ill. ........ 
COON, W. B., CO., Rochester, N. Y. 
CRADDOCK-TERRY CO., Lynchburg, Va. .. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. .... 
ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. 
FIELD & FLINT CO., Brockton, Mass. vet 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. 
GOODWILL SHOE CO., Holliston, Mass. . 
GOODYEAR TIRE & RUBBER CO., Akron, O. 
GREEN SHOE MFG. CCO., Boston, Mass. 

GROVES SHOE COMPANY, Chicago, Ill. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HOTEL McALPIN, New York City 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 
KIRSCH-BLACHER CO., INC., New York City 
KISTLER LEATHER CO., Boston, Mass. 

LIMA CORD SOLE & HEEL CO., Lima, O. 

MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 
MILLER SHOE COMPANY, Cincinnati, O. .. 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa. 
RUBIN, IRVIN, New York City 

SATURDAY EVENING POST, Philadelphia, Pa. .. 
TRIMFOOT COMPANY, Farmington, Mo. 

TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 
UNITED LAST COMPANY, Boston, Mass. .... 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
VITALITY SHOE COMPANY, St. Louis, Mo. 

WEIL, M. K., SHOE CO., St. Louis, Mo. .. 
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